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Profiting from Sporting Goods Displays 


Wide Awake Hardware Merchants Derive 
Worth While Profits from Timely and 
Appealing Windows Devoted 
to Sporting Equipment 





of Various 


Kinds 











This unique display of the Gadsden Hardware Co., Gadsden, Ala., reproducing the local country club in miniature, won 
national recognition for its designer, Luther Harbin, who is shown in the above circle 


E read of the ever increasing 

popularity of winter sports 

and of the lure of football, 
the great autumn college game, but 
taking all things into consideration 
one is forced to admit that summer 
is the season of the year during 
which sports of all kinds really come 
into their own. Then it is that one 
hears the crack of the bat against 
the horsehide, the ring of the tennis 
racket, the golfer’s shout of “fore” 
and the splash of the swimmer 
through the water. Summer is the 
Season during which practically 


everyone partakes of exercise of one 
kind or another. Baseball, tennis, 
golf, swimming, boating—all have 
their devotees and each and every 
enthusiast utilizes every possible 
spare minute of daylight for the en- 
joyment of his or her pet recreation. 


Sporting Goods Needed 


These sport enthusiasts are all in 
the market for equipment of one 
kind or another. Due to the strenu- 
ous use to which the various artic!es 
are put, there is also a constant de- 
mand for replacements. Some one 
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must supply this demand and why 
should it not be the hardware mer- 
chant? The various articles of ath- 
letic equipment lend themselves par- 
ticularly to display purposes and a 
well trimmed sporting goods window 
never fails to attract more than pass- 
ing attention. 

Such a display is the one shown 
in the accompanying illustration. It 
appeared in the window of the Gads- 
den Hardware Co., Gadsden, Ala., 
and was trimmed by Luther Harbin. 
Such was its excellence that it won 
one of the leading prizes in the Na- 
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Tennis and golf supplies were 


tional Tennis and Golf Week win- 
dow display contest conducted 
throughout the United States dur- 
ing the week of May 6-13. 

The display attracted more atten- 
tion and caused more comment than 
any window display ever exhibited 
in Gadsden. Due to the fact that 
the display was an exact reproduc- 
tion of the Gadsden Country Club 
caused considerable local interest. 
It impressed upon the minds of the 
people that May 6-13 was National 
Tennis and Golf Week and that the 
Gadsden Hardware Co. was the place 
to get their tennis and golf sup- 
plies, and it is safe to say that the 
results obtained from this display 
were very gratifying indeed. The 
firm was sold completely out of ten- 
nis rackets and had only one tennis 
net left out of a complete stock at 
the beginning of the season. 

The Gadsden Evening Journal, in 
commenting on the display, said: 

“Gadsden will get considerable ad- 
vertising from Mr. Harbin’s good 


featured prominently in this window, which increased sales for E. T. 


fortune since he won the prize 
through building a miniature repro- 
duction of the local Country Club. 
The club house, golf links, the. swim- 
ming pool, the tennis courts, the 
roads and the mountains in the 
background are faithfully repro- 
duced in his picture. 

“The judges decided from photo- 
graphs and they had no trouble in 
awarding the capital prize to Mr. 
Harbin, although there were hun- 
dreds of competitors from New 
York City, Philadelphia, Chicago, 
Detroit, San Francisco, New Or- 
leans, Atlanta, Birmingham and 
practically all of the big cities in the 
United States.” 

Golf is not the only sport that 
lends itself to window display, as 
may be attested by the accompany- 
ing illustrations of displays recently 
used by E. T. Sargent of Waukegan, 
Ill. The above window shows a dis- 
play of tennis and golf goods with 
the emphasis laid upon the former. 

The window is very simple in its 


Sargent of Waukegan, Ill. 


arrangement and is-~- not . over- 
crowded. On a long strip of ma- 
terial, which is laid diagonally across 
the window, are placed golf balls, 
tennis rackets and tape. A tennis 
net is swung across one corner of 
the window and behind it hang sev- 
eral good looking models of woolen 
jackets’ and sport coats. Then 
there are golf clubs and tennis racket 
presses, as well as balls, shoes and a 
golf bag, placed near the net. 

The other illustration shows an at- 
tractive display of bathing suits 
which served to bring additional 
business to the Sargent store. 

During the past few years there 
has been a wonderful increase in the 
number of people who are taking up 
sports. Men and women of all ages, 
to say nothing of children, are par- 
ticipating in various forms of out- 
door exercise. Sporting goods are 
being sold to them daily. Some one 
will reap the profits, and who could 
it better be than the hardware 
dealer ? 


And here’s a bathing suit display that also added to the revenues of E. T. Sargent 
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Stimulating Hot Weather Sales with Toys 


Juvenile Vehicles, 


Electric Railroads and Other 


Toys of an Outdoor Nature Aid to Swell 
Hardware Profits at This Season 


the ingenuity of merchants is 

called upon to overcome the 
apathy of hot weather buyers as well 
as the usual indifference of ordinary 
human nature. With the exception 
of those merchants who are situated 
where climatic conditions are favor- 
able to’ the stimulation of interest, 
the majority of hardware dealers 
have to contend with the lassitude 
of customers and prospects during 
the summer months to such an ex- 
tent, many have come to believe that 
effort to arouse interest is wasted, 


D tein the summer months 


Child of laughter and surprise, 
Wind blown hair and sea-gray eyes, 
At your birth 
Mother Mirth 
Made you in your pleasures wise. 


Laughing when the rain dwarf plays 
With your toys in elfish ways; 
Wanton free, 
Full of glee, 
Reveling through the leafy days. 


—C. D. 


and playthings never seems to be 
diminished by any kind of weather. 
On the hottest day children play. 


cases deem it worth their while to 
visit your store to see just what you 
are doing. Once you get a man or 
woman into your store, 60 per cent 
of the selling resistence has been 
broken down. 

What a manufacturer can do by 
means of an intensive selling cam- 
paign to help the retail hardware 
merchant is concisely and interest- 
ingly told by F. L. Prentiss, Cleve- 
land correspondent of HARDWARE 
AGE. Moreover, it shows conclu- 
sively the value of publicity and 
novel methods of advertising, which 
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Vehicles of this type serve the purpose of keeping the children out in the open air and also serve to increase hardware store 


unless it be directed to such ends as 
selling ice cream, lemonade and 
bathing privileges. 

This year, however, the import- 
ance of maintaining a steady stock 
turnover has been emphasized so fre- 
quently at state conventions and by 
business authorities, that it would 
be highly imprudent to allow busi- 
ness to slump even for a few months 
for lack of energy and enterprise, 
now that it is beginning to gather 
something of the momentum of pros- 
perity. 

But how are people to be inter- 
ested in merchandise in hot weather, 
when most of their energies are ab« 
sorbed by heat and by the search 
for relief and amusements? The 
answer may be found by interesting 
children rather than adults. 

The interest of children in play 


patronage 


Toys, therefore, are particularly 
appropriate for summer display. 

Some of the leading boys’ maga- 
zines have been giving a good deal 
of editorial attention lately to “back- 
yard railroading.” Many manufac- 
turers of electrical toy railroads 
have been conducting extensive ad- 
vertising campaigns in the interest 
of this new game, and in some in- 
stances are offering to purchase 
photographs of backyard railroad 
systems that boys have built. 

For the hardware dealer who 
stocks toy trains this presents an 
opportunity. The same thing ap- 
plies to toy vehicles, mechanical 
games and sand toys. If yon can 
interest the boys of your neighbor- 
hood in summer toys, it will interest 
the parents of these boys in you and 
in your store. They will in many 


can be made to play such a vital part 
in summer sales. 

“This story,” writes Mr. Prentiss, 
“tells how a manufacturer with an 
intensive selling campaign helped 
the retail hardware merchants to sell 
a number of coaster wagons in a 
short time and to develop a corre- 
sponding increase in the orders the 
manufacturer received from the re- 
tailers. 

“A middle western manufacturer 
of steel coaster wagons, inserted a 
three column display advertisement 
in three issues of the Cleveland 
newspapers, the advertisement ap- 
pearing only once in each paper. A 
wagon was prominently illustrated 
and was offered for a limited period 
at a reduced introductory price. In 
the lower part of the advertising 
space were listed the names and ad- 
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dresses of the dealers from whom 
the wagons could be secured. This 
list grew materially after the first 
insertion of the advertisement, the 
names of new dealers being added 
to the list as they were secured after 
the first advertisement appeared. 
“The advertising material in- 
cluded a large poster showing five 
fat men standing on one of the 
wagons.’ The combined weight of 
these men was said to be 1189 
pounds, and with a picture of a 
wagon holding this load, no further 
evidence was needed to prove that 
it was of sturdy construction. 
Previous to the insertion of the first 
advertisement the manufacturer 
sent to each retail dealer copies of 
the posters and a proof sheet of the 
advertising matter. With this was 
sent a circular letter asking the deal- 
ers to hang the posters where they 
would be seen in connection with 
the coaster and that they display the 
wagons in a clean and shiny condi- 
tion in the window or on the walk. 


A Striking Window Display 


“A striking window display was 
arranged in a downtown store, and 
in this store forty wagons were sold 
during the campaign, which lasted 
for three weeks. In this window 
one wagon was shown completely as- 
sembled and another taken apart so 
that the various parts could be 
shown. 

“The parts forming the most im- 
portant features of the wagon were 
spread out on the floor and a ribbon 
was extended from each part to a 
section of a poster in the back- 
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ground, on which was listed the im- 
portant features. One looking at 
the poster would see as the first item 
listed, ‘steel rolled bearings,’ and 
the ribbon would lead his eye to the 
dissembled bearings on the floor. In 
this way attention was called to the 
various important features in the 
construction of the wagon, the parts 
themselves being shown to illustrate 
the talking points and to make a 
more vivid impression on one look- 
ing at the display. 

“In all, 159 dealers participated 
in the selling campaign, 85 per cent 
of these being hardware stores. 

“During the three weeks’ cam- 
paign the manufacturer sold over 
600 wagons to Cleveland dealers 
and with repeat orders still coming 
in, he expects that the impetus given 
to the demand by the publicity and 
window displays will bring the num- 
ber of sales up to 1000 wagons. The 
day after the first advertisement ap- 
peared nineteen dealers phoned in 
repeat orders for from three to 
twelve wagons. 

“The window display proved so 
successful that the manufacturer 
prepared five duplicate displays 
which were put in the windows of 
five hardware stores in various sec- 
tions of the city after the three 
weeks’ intensive selling campaign 
was concluded.” 

The success of this campaign sug- 
gests an idea which might be used 
to advantage by hardware dealers in 
various parts of the country. In 
some of the smaller cities where 
there are several hardware dealers, 
and especially where there is a local 
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association, it could be made profit- 
able for every dealer in the associa- 
tion, if those who handle toys, for 
instance, were to club together and 
run a series of advertisements in the 
local newspapers featuring summer 
toys. 

Window displays showing back- 
yard railroads, toy vehicles and vari- 
ous mechanical games could be ar- 
ranged and special sales could be 
held. Inside the stores displays 
could be arranged not only of toys 
but of some of the more eye-catch- 
ing time and labor saving household 
utilities, so that a woman visiting 
the store to inspect the toy sale for 
her youngsters, would have her at- 
tention drawn at the same time to 
articles of pertinent interest to every 
housekeeper. 

Coaster wagons, for example, can 
be used by boys in numerous ways. 
As the middle western manufacturer 
referred to by Mr. Prentiss pointed 
out in his advertisements coaster 
wagons are used for many other pur- 
poses besides coasting. Some use 
them for hauling ice. Women take 
them with them to the grocery store. 
They are used frequently on the 
beach for hauling sand and gravel. 
Boys can earn money with them by 
running a delivery service. Mer- 
chants can use them for short hauls 
and quick deliveries. 

People seek amusement and di- 
version in the summer more than at 
any other time. Summer selling 
should, if it is to be successful, have 
a large element of amusement in it. 
Think it over and try it out with 
toys. 


Displays of this type which serve to emphasize the strength of a vehicle have a tendency to increase the confidence of the 
buying public in both the article shown and the merchant showing it 
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The Hightstown Hardware Co. attracts oil stove prospects with this display. 


The firm's salesmen do the rest 
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Now Is the Time to Push Oil Stove Sales 


Summer’s Heat May Be Discounted to a Large 


Degree by the Use of These Convenient Stoves 
—What One Store Has Done 


ANY sections of the country 
M which are thoroughly mod- 

ern in point of public service 
utilities such as good street car lines 
and electric lights are sadly deficient 
when it comes to a supply of illumi- 
nating gas. This is not much of a 
handicap in regard to the lighting 
up of the homes, but it causes seri- 
ous discomfort when cooking must 
be done in the warm months of the 
year. 

Hightstown, N. J., is just such a 
town, populated with 2500 people. 
The streets are electrically lighted 
and the majority of homes are wired, 
but there is no gas to be had. Cook- 
ing in the past has been done on coal 
ranges making it extremely unpleas- 
ant in the hot days of summer. Alive 
to this situation J. Albert Priory fig- 
ured that there was a good market in 
this town for oil cook stoves. This 
was some years ago. Mr. Priory is 
proprietor of the Hightstown Hard- 
ware Co., whose sales records on oil 
cook stoves run from fifty to seventy- 
two stoves annually. 


Systematic Sales Campaign 


This store began a very system-- 


atic sales campaign on this line, us- 
ing the telephone, the mail and win- 
dow displays all of which effort was 
linked up with advertising in the lo- 


cal newspaper. Mr. Priory says that 
the most active season for the oil 
cook stove is in the warmer months 
as it is then that people have more 
appreciation for its many conven- 
iences. With the kerosene stove one 
may cook without overheating the 
kitchen. The newer model stoves are 
said to be odorless. The reservoir 
for fuel is easily removed for filling 
and does not spill or offer a fire haz- 
ard. The stoves are easily kept spot- 
lessly clean and are really a worthy 
addition to the modern kitchen. 

Aside from dealers located in gas- 
less towns the summer months offer 
a comprehensive outlet through 
those fortunate people who maintain 
a summer home. From beach shack 
to brick building, with tents and 
mountain log cabins included, cook- 
ing is the one problem that concerns 
vacationists more than almost any 
other. 

Gathering firewood for the camp- 
fire or bungalow is very romantic 
and gives one poetic inspirations and 
thoughts about the old pioneer days. 
But the wife and mother who must 
bend over the fire to do the family 
cooking finds none of this romance. 
She is greeted with smoke and heat 
that develop perspiration until the 
cooking becomes a bore to her. With 
such methods she gets little recrea- 


tion or vacation out of the holiday 
season. 

Furnish her with an oil cook stove 
and she will be able to cook the meals 
in less time with none of the dis- 
agreeable features of the job. The 
oil cook stove may be fitted with an 
oven that will make possible the bak- 
ing of bread, pies and cakes. In fact 
the oil cook stove enables one to cook 
any food that is desired. There is 
no smoke and no ashes to clean up. 
There lies your sales campaign story. 


Working Up Prospects 


It should not be difficult to 
work up a good list of prospects. A 
letter sent out to your mailing list 
asking how many had summer homes 
would bring inquiries if you men- 
tioned that you had a few ideas that 
would make the vacation exactly 
what the word means by solving the 
cooking problem. 

And remember the sale of oil cook 
stoves will create a steady call for 
kerosene oil. This will bring your 
customers into the store steadily 
where they will be sure to buy other 
items. It is safe to say that with 
each stove an oven and a gallon oil 
can could be sold. Sales such as 
these run into fair money at a good 
margin of profit. Get busy on this 
line for it is worth your best effort. 
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The Friendly Road 


like slaves for the pure delight of competi- 

tion. New records are set every year in 
every form of physical competition. This shows 
that all that human nature needs is a fixed goal; 
then watch some one pass by it. This is a deep 
rooted instinct. It has an inestimable value in 
business. Try it out. Set your assistants and 
employees neck to neck, or pick out a goal for 
them that is worth while. Then watch them go. 


| ONG after the “retiring” age men will toil 


% 


The merchant who waits for things to happen 
will be passed by the one who makes things 
happen. 


Cash in on your mistakes. Be dissatisfied with 
mistakes but not discouraged. The latter leads 
to an early grave, the former to better condi- 
tions. Noble discontent fathers self-improve- 
ment. Self-satisfaction leads sooner or later to 
letting the spiders and mice accept the receiver- 
ship on your business—unless you have a good 
host of friends. 


One of the needs for which a machine has 
never yet been invented is to pick up twelve lead 
pencils at once. In a certain pencil factory 
visitors stand amazed to see scores of girls reach 
into a box and without looking pick out twelve 
pencils in one grab with rarely a miss. Which 
shows that our “finger thinking” habit is far in 
advance of our head thinking. 


Keep faith in humanity; otherwise you'll re- 
flect admission of your own depravity. 


% 


War taught that conscience pays. When the 
dollar was seeking the merchandise, many un- 
scrupulous merchants and overadvertised manu- 
facturers watered stocks and sought to undersell 
and outbid at any cost. Then things turned. It 
was learned in painful lessons that the public 
will not be hoodwinked. Sooner or later they 
will find you out and then your merchandise has 
reached its marginal utility with them. Good 
will is broken and that is a big percentage of 
your stock in trade. Have scruples about adver- 
tising, and follow it up in sales. 


The so-called “dull season” is cull season in 
dealer circles. Anyone can go along with the 
stream, but the test is in defying the jinx known 
as the dead summer season. If you want a vaca- 
tion, take it; but don’t take it under pretense of 
a lull in your business. The easing up in your 
business is more likely to be in your frame of 
mind than in market conditions. Sales may come 
slower, but if they do, go after them instead of 
waiting for them. 


As you brew so must you drink—don’t brew 
from your wild oats. 


Retailers cannot copy after many wholesalers. 
The latter sell to men, the former largely to 
women. Men are not over-particular about the 
appearance of the place so long as they get a good 
deal. On the other hand, many a customer is 
lost to the retailer by neglect to preserve that 
atmosphere .of tidiness so attractive to the 
weaker sex. 


Power gravitates to the man who is willing to 
shoulder it. 


Lost motion wrecks the weak and wearies the 
strongest. It is the bane of human proficiency. 
Could we but count the extra steps, the extra 
words, the plural efforts on single tasks that we 
perform in a single day we would be amazed at 
the lost motion. These wasted efforts subtracted 
from daily duties leaves so little that everyone 
would laugh at himself for saying he was tired. 

The remedy lies in habit. Turn over as much 
as possible to the nervous system to do auto- 
matically and some of this lost motion will be 
avoided. 


* 


Every experience changes your mental capacity 
—so the scientists tell us. This being the case 
there should be daily resolves to select the kind 
of experiences that mold the right kind of 
capacity. 


% * 


Inordinate self love leads to arrogance and 
puffed pride; too little self love leads to sloth. 
The first curdles the milk of human kindness; 
the second never recognizes it. 
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Get Your Luggage Ready for the Vacationist 


Vacation Time Is Upon Us 
and Offers an 
Excellent Opportunity to 
Hardware Merchants 
to Realize Profits 
Upon the Sale of Suit- 
Cases, Bags, Trunks 
and Other Kinds of 
Luggage Used in Trips 
to the Mountains or 
the Seashore 


and women are enthusiasti- 

cally planning to spend the 
two-week allotment in the mountains 
or at the shore. For fourteen days 
these people will live a care free ex- 
istence and will enjoy themselves to 
the utmost and will then sadly troop 
home on the second Saturday with 
the prospect of the office staring 
them in the face. 

The stories the vacationists tell, 
however, do not concern the coun- 
try’s retail hardware merchants. To 
make the most of these vacationists 
it is necessary for the dealer to be 
on the job before they go, in fact be- 
fore they start to pack, for it is at 
that time that the leather goods de- 
partment of the hardware store be- 
comes a very busy place. One girl 
will want a black leather, fitted case. 
The next one will want a tan satchel 
or a black small sized suitcase. An- 
other will prefer a tan suitcase. 
Beach parties often show a decided 
preference for wicker or straw bags. 
They say there is no accounting for 
tastes and it is a very true thought 
when one considers the diversified 
styles of hand luggage found in 
every hotel lobby during the summer 
season. 

It is well to remember that many 
people are extremely particular 
about the selection of their hand 
luggage and will accept only genuine 
leather without the slightest sugges- 
tion of an imperfection. 

On the other hand many people 
prefer to buy a bag annually. The 
latter will generally buy an inexpen- 
Sive imitation leather article good 
for the season. 

It has always been a matter of 
speculation and discussion ‘among 


V ACATION time is here. Men 


Here’s a window display in the store of Joseph Weisenfeld, Baltimore, Md., that gets the 


prospective vacationist every time. 


dealers whether or not a man should 
make a practice of using price cards 
in window displays. The vote seems 
to be in the affirmative when hand 
luggage is considered. Dealers tell 
us that when people look at a window 
full of bags and suitcases they are 
more inclined to buy if they are as- 
sured by a price tag the cost of a 
certain type of style of bag that ap- 
peals to them. This seems fair 
enough logic, when we realize that 
to the layman leather is a deceiving 
material. An unassuming piece of 
leather goods on display may be 
listed with a very high selling price. 
And on the contrary a fairly elab- 
orate piece of work might be com- 
paratively inexpensive. 

In hand luggage people expect real 
service. They expect to find suffi- 
cient room for all their clothing in- 
cluding shoes and expect the bag to 
act as a foot rest on the train. They 
will abuse it from the time they start 
packing until they return from the 
trip. A bag that is not excessively 
packed is probably the rarest sight 
in a heap of luggage. Yet the bag 
must not sag or tear apart at the 
seams prematurely. Take warning, 
then, dealers and be sure of the stock 
of leather goods you handle. 


Tying Up Your Advertising 
The local papers in your town are 


to-day, without doubt, carrying ad- 
vertisements of nearby summer re- 


The fact that all items are price marked also helps 


sorts. The railroads are publishing 
train schedules and excursion fares 
to these points. Line up with these 
two vacation factors and get your 
story on hand luggage as close to 
their ads as possible. Tell your com- 
munity that adequate bags of the 
right sort will relieve their worries 
on a vacation trip. Tell them that 
good luggage will always arrive at 
its destination in good condition and 
that a new bag or suitcase will give a 
vacationist a feeling of pride and 
satisfaction. Emphasize the fact 
that a shabby bag will cause undesir- 
able comments and will give to its 
owner the “run-down-at-the-heel’’ 
lcok, which no one wants or can af- 
ford to have. 

The window display shown was 
found in Baltimore, Md., at the store 
of Joseph Weisenfeld, better known 
as “Little Joe.” It will be noted that 
this window is made up in a pyramid 
or step arrangement. This is a very 
good plan to use when displaying 
leather bags and suitcases as it en- 
ables the public to view the entire 
assortment on display from all 
angles. Brief cases are included in 
this display, so as to attract the trav- 
eler who, although he may be well 
fixed for carrying clothes, may still 
be in the market for a new brief 
case. 

It is well to remember that al- 
though the vacationist offers the best 
bet for the time being a trade built 





When it comes to leather goods, the 


up among commercial travelers is 
worth having. These men subject 
their luggage to all kinds of hard 
service and abuse. Their bags are 
thrown from train to train and are 
stepped on, scratched, stuck up with 
unsightly labels and often used with 
ripped seams, because there has not 
been an opportunity to have repairs 
made. 

As a service to customers in this 
department it would be a good plan 
to get some white and black paint 
with small brushes and a set of sten- 
cils. With this equipment you could 
letter the purchaser’s initials on the 
bag ends. A little extra service such 
as this will be greatly appreciated as 
it will protect the buyer from pick- 
ing up the wrong bag in the station 
or on the train. 

You may find a customer who is 


Texas Winchester Club Elects 


The Texas Winchester Club, Ennis, 
Tex., announce the following newly 
elected officers: President, Warren Tay- 
lor, Gonzales; First Vice-President, 
‘Thomas Sammons, Mission; Second 
Vice-President, G. A. Jones, Denison; 
Third Vice-President, A. D. Davis, San 
Antonio; Secretary-treasurer, C. B. 
Knighten, Ennis. The third annual 


Weisenfeld store is in the front rank. 
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of the stock carried in this line 


using a trunk, but who needs one or 
more hand bags for the vacation 
trip. Offer to put his initials on the 
trunk also. A handy delivery boy 
could handle this job and you would 
have that particular customer for 
life. 
Worth While Publicity 

A small circular or booklet on the 
joys of a summer vacation dwelling 
on the advantages of nearby resorts 
would be a good little piece of pub- 
licity. On the alternate pages a pic- 
ture of some of the luggage carried 
would serve to get your message 
across in fine shape. You could prob- 
ably get the assistance of hotels at 
the resorts mentioned, and_ they 
would be only too glad to pay for 
space to announce their equipment 
and prices. The railroads would be 
glad to furnish you with rates. 





meeting of the club will be held in San 


Antonio, in February, 1923. The date 


is still undecided. 


Iver Johnson Opens Branch 


The Iver Johnson Sporting Goods 
Co., Washington Street, Boston, has 
leased for a long term a building at 
177 Tremont Street, which will be 
operated as a branch store. 
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This illustration gives one an idea of the extent 


Everyone in your town would wel- 
come such a booklet, and the result 
to you would be a big increase of 
sales in the leather goods depart- 
ment. 

Some summer hotels do not ban 
dogs and this should open up a chan- 
nel for new dog collars, new leads 
and possibly a dog crate. All of 
these items should come out of your 
leather goods department. Mention 
them in your campaign. People who 
maintain summer homes or camps 
will surely take the family pet along. 
They will be sure to need canine ne- 
cessities. 

There are also many incidental 
items found in this department that 
will be wanted by the vacationists. 
Get busy and cash in on the profits 
from the money spent by those who 
are going on their annual holidays. 


Waukegan Mfg. Co. in Produc- 
tion 

Announcement has been made that 
the Waukegan Mfg. Co., Waukegan, 
Ill., a new concern, has started busi- 
ness and is manufacturing a complete 
line of mop sticks. These products are 
ready for the trade now, and the firm 
expects to add other household special- 
ties a little later. 
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Hardware Co-operation in the Hayfield 


The Present Is the Time for Hardware Merchants 








to Help the Farmer with His Haying by Selling 


Him the Necessary Tools and Machines 


HO has not strolled along 

\ some country road in July 

to enjoy the fragrance of 
new-mown hay? 

’Tis a subject fit to inspire a poet, 
and yet one of sufficient practical 
import to the hardware dealer to 
merit a timely discussion in these 
columns. 

The hay crop is a vital one to the 
farmer. 

It means part feed for his cows 
and horses during the long winter 
months, and as such it is a crop of 
extreme importance to him. 

We have long heard of the advisa- 
bility of ‘‘making hay while the sun 
shines.” 

This is an old, old adage, 
never was there a truer one. 

The farmer must do it each sea- 
son, and upon occasion the hardware 
man has been known to do it. 


A Novel Sales Method 


Not long ago a hardware dealer, 
located in one of our progressive 
agricultural districts, drove out to 
a farm a few miles from his store 
to see about getting an order for 
some barn equipment. 

Upon drawing up 
door-yerd, our hardware 


but 


in the front 
friend 


learned from the good housewife 


By A. H. VAN Voris 


that the farmer was out in the “four- 

acre patch” with his hired men, load- 

ing hay for the small barn. 
Carpenters were working on the 


into the cow lane in the rear of 
the house and walked out toward 
the hayfield, accompanied by the 


friendly shepherd dog that rode to 





Here’s something else that the hardware dealer can supply to the farmer 


new cow barn, and, although our 
hardware man did not care to take 
up valuable time during a busy day, 
he didn’t want to drive back to town 
without passing the time of day with 
the proprietor of the farm. Accord- 
ingly, he climbed through the bars 








Mowing machines wear out and must be replaced, and the dealer should be able to 
, sell new ones 





town on the milk truck each morn- 
ing. 

Climbing over another fence, he 
cut cross-lots and soon reached the 
four-acre patch, where he was greet- 
ed by the farmer. 

He remembered that he had come 
out on business about the barn equip- 
ment order, but he knew how busy 
they all were, and so told his farmer 
friend that he would just say 
“howdy” and trot along. 


Getting Close to the Prospect 


A second thought came to his 
mind all of a sudden, and he asked 
the farmer if there were any extra 
hayforks around—said he wanted to 
see what kind of forks he was sell- 
ing his customers. 

When the men saw the hardware 
dealer peel off his coat and vest, 
they commenced to josh him about 
not leaning too “strong” on the han- 
dle, about blistering his hands, get- 
ting sunstruck, and so on. 

The long and short of it was that 
he helped pitch on two loads of hay, 
and, when they drove in with the 
second load, he chatted for a few 
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When the hay is cut the farmer will need rakes, forks and numerous other articles all 
procurable from the hardware store 


minutes with the farmer, got a drink 
at the well and said he would be 
getting along and that he would see 
him again about the barn equip- 
ment. 


A Worthwhile Method 


He passed up this direct sales at- 
tack for a very active and perspiring 
half hour in the hayfield, but it paid 
him well. Some days later his pros- 
pect called at the store and they 
went over the barn specifications and 
he secured a nice, big order for that 
barn equipment — stanchions, venti- 
lators, water bowls, stalls and 
mangers. 

That’s why I claim this hardware 
dealer made hay while the sun shone 
and he made some of it by the sweat 
of his brow and, incidentally, won 
a big lot of friendly respect from 
that farmer and his hired men. 


There are many accessories that 
will bring the farmer to the hard- 
ware store. 

Now let’s see about this. 

Up there on Patria Hill there are 
a number of thrifty foreigners who 
have bought small farms; they are 
harvesting this hay crop on their 
small holdings in a simple way. 

First comes the scythe and snath, 
with the scythe stone to keep a keen 
edge on the blade. 

The sun plays its part, then the 
wooden hayrake and the pitchfork 
—these, with the family nag hitched 
. to an improvised hay rigging, form 
the primitive and yet successful 
method of the small farmer. 

Not so with the prosperous dairy 
farmer of the valley lands. 

His fields are broad and fertile. 

The hay or alfalfa fields stand out 
green and luxuriant with their acres 
of winter feed for stock. 


One day we see it standing erect 
in the sun and the next day hears 
the click and clatter of the mowing 
machine, laying low in swaths this 
hay crop as it passes back and forth 
across the field. 

Some of these mowing machines 
will be bright with green, red and 
yellow paint, just as they recently 
left the warehouse of some hard- 
ware dealer this spring. 

Others will be dulled by the weath- 
ering of several seasons, and before 
they can be placed in use this year 
they must be equipped with new 
guards, sections, cut bars, wheels, 
etc. 

All of them must be kept free 
from the destructive forces of fric- 
tion with lubricating oil, of which 
accessory many barrels will leave 
the hardware stores in quarts and 
gallons. 

Some hayrakes will also be new 
and shining, whereas others will 
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represent earlier hardware store 
purchases of former seasons. 

Many of these older machines will 
require replacements in broken rake 
teeth, and all of these repair parts 
amount to many dollars when con- 
sidered as a season’s business. 

Grindstones and emery-wheeled 
section grinders play a prominent 
part in harvesting the hay crop and 
are well worth a special effort in 
making sales just now. 

When it comes to the barn on the 
hay rigging, fresh from the field, 
it is ready for the haymows, but no 
agricultural specialist has as yet 
been able to produce a crop of hay 
which, of its own accord, would fly 
through the air from rigging to 
mow. 

For this purpose our progressive 
farmer has equipped his barn with 
hay car, track, patent grapple fork, 
hayfork and trip rope. 

To watch this combination in op- 
eration is to wonder at the old-time 
method of overshot barns with the 
slow and laborious hand pitching 
from rigging to mow. 

Down swoops the grapple fork 
and up it goes with a huge forkful 
of hay—up to the roof, into the barn 
and over the track; at a given signal 
down it tumbles into the mow, all 
with a wonderful saving of time and 
labor. 

In due season the haymows are 
full and the fields reduced to stubble, 
and the farmer can sit back for a 
breathing spell until the grain har- 
vest, rejoicing in the fact that it’s. 
all over until another season. 

The hardware dealer, too, can re- 
joice, for in a rather dull season of 
the year considerable returns have 
come his way in the sale of equip- 
ment, accessories, machinery and re- 
pairs. 


The hardware dealer also handles goods that make easy the work of placing the hay 
in its resting place—the hayloft 
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This is the well-balanced display that “Charley” 


HARDWARE AGE 


Arcularius used in depicting a well-balanced life in the Ozarks 














Tying Up a Window With the Community 


The Joplin Hardware Co., Joplin, Mo., Succeeds in 
Linking a Sporting Goods Window Display 
with the Town and Surrounding 


is a lively city named Joplin, 

which by reason of its geo- 
graphic location is the gateway to 
the Ozarks—America’s newest play- 
ground. And Joplin seems equal to 
its part as a gateway to this beauti- 
ful playground, .because it is a city 
filled with hospitable, progressive 
folks. 


D*:: in Southwestern Missouri 


Adding Local Interest 


One of these men of progress is 
the manager of the Joplin Hardware 
Co. and he believes in linking his 
windows with this community effort, 
which has become so intensely popu- 
lar as a recreation spot to tourists 
from all corners of the United 
States. Charles Arcularius is the 
manager’s name, and he is not an 
unfamiliar figure in the retail hard- 
ware dealer’s history. The fact is, 
“Charley” as he is more familiarly 
known at hardware dealers’ con- 
ventions, is a fellow who plans and 
who pushes, and with the plan and 
push puts a continual pull into the 
windows of his company’s store. 

Scarcely two years ago the Ozark 
regional effort was inaugurated. 


Extensive publicity has caused tour- 
ists to flock there by the thousands, 
and they are rarely disappointed 
after their stay in that section. 

At the outset, “Charley” Arcul- 
arius caught the vision of tourist 
business. It was he who first de- 
signed and prepared a window ex- 
clusively in the interest of the Ozark 
movement. It was he who last year 
had a wonderful window which ex- 
actly reproduced one of Nature’s 
“gems in the Ozarks.” This year he 
has come to the fore with another, a 
window which shows the advantages 
of the Ozarks as an ideal place to 
live, combined with a merchandise 
display which has a pull of unusual 
power. 

In designing this window Mr. 
Arcularius first produced an entire- 
ly rustic setting—further enhanced 
by a series of actual photographs, 
which show how well balanced one’s 
life may be—in this “Land of a 
Million Smiles”’ But the pictures 
work for him and his institution 
every moment. For instance, the 
bathing scene directs the onlookers’ 
attention to bathing suits; the fish- 


Country 


ing scene, to all sorts of fishing 
tackle; the mountain scene, to the 
needs of the motorist; the hiking 
scene, to the display of sports’ wear, 
etc., all bring direct attention to the 
many articles contained in this com- 
plete sporting goods window. Silent- 
ly, they create a desire, and Mr. 
Arcularius states that the desire 
soon ripens into many sales in this 
department. 


The Well-Balanced Window 


His idea of a well-balanced life in 
the Ozarks has developed a well- 
balanced window, as a glance at the 
arrangement will readily indicate. 
It shows a great amount of planning, 
together with a “push” in perfecting, 
and with the statement of its pulling 
power from Mr. Arcularius, we have 
no doubt as to its success as a 
medium of merchandising. What he 
has accomplished any merchant can 
accomplish, for he has only to watch 
the different community efforts in 
and about his town in order to link 
his windows with them. Then, too, 
the windows have a lasting pull— 
the general pull of appreciation from 
the folks of the community. 








HARDWARE AGE 


July 13, 1922 


The importance of Brevity in Show-Cards 


The Show-Card 
in Order to Be 
Valuable Must 
Tell Its 
Message in 
Brief and 
Emphatic Form 
So That It May 
Be Easily and 
Quickly Read 


N planning a showcard the ques- 
| tion is very often raised, “What 

will we say?” And very often 
we say too much. Newspapers and 
magazines may tell a lengthy story 
because they have the opportunity. 
But the show-card ad is different for 
the general public will not stop to 
read a lengthy story unless it is some 
special announcement or a demon- 
stration of some article in which 
they are interested. 


Stories in Headlines 


Very often the whole story may 
be told with an appropriate picture 


let the 
creen 
Doors 


Bang! 


Ask to see 


the new 
Sargent 
Liquid _ 
Door Closer 
~NO520 


This type of catchy headline will stop 
passersby every time 


By JOSEPH BERTRAM JOWITT 


SA EEE I Eg a 


Gray shading, scrolls and border have 
greatly increased the appearance of this 
show-card 


or cut together with a snappy or 
catchy headline such as “Don’t Let 
the Screen Doors Bang.” That will 
stop almost anybody because there is 
hardly a person who does not abhor 
the unnecessary banging of a door. 

If the reader will observe the out- 
door bulletin advertising signs as he 
rides through the country in a swift- 
ly moving train, he cannot help but 
notice how much thought is given to 
brevity of copy. It is very import- 
ant that show-cards should be writ- 
ten with the thought that “those who 
run may read.” It is not how large 
the letters are that brings results, 
but how effective the show-card is 
when finished that brings results. 

When featuring any well-known or 
nationally advertised merchandise on 
a show-card it is a good idea to copy 
the style of lettering or trademark 
that the public are accustomed to 
see. But where a picture or cut is 
used showing the trademark it will 
not be necessary to copy it the sec- 
ond time. 


The Final Lesson 


This is the final installment on 
The modern one-stroke Roman al- 
phabet showing the capital and 
lower-case lettersSTUVWX/Y Z, 
with the roman numerals. 

All beginners at lettering should 
understand at the outset that no two 
show-card writers do their work ex- 
actly alike. While the basic strokes 
or the different elements of a single 
Roman letter may be constructed on 


The Final In- 
stalment of 
the Modern One 
Stroke Roman 
Alphabet— 
Some Rules 
Worth Observ- 
ing in the Mak- 


FOES CLS a, 


Sate 


a 
ES Six 29 


ing of Artistic 
Show-Cards 





the same lines, the show-card when 
finished will have a personal touch 
to it, a distinct individuality about 
it, so much so, that it is easy for one 
showcard writer to tell the work of 
another at a glance. Therefore do 
not expect to produce an exact re- 
plica of any style of alphabet you 
set out to copy. The details of im- 
portance to remember are to place 
the thick and thin strokes just where 
they should be. For instance the 
first stroke of the capital letter A 
is a left stroke and should be thin, 
while the second angle stroke made 
from top line to bottom line should 


Recommend 
and sell 


Paint and — 
Varnish 


In this case good balance serves to “put 
the message across” 
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be thick and the crossbar connecting 
these two strokes in center should 
be thin. The same rule applies to 
the letter M while the letters V and 
W are just the opposite. 


Shading and Borders 


The card featuring ‘“Builders’ 
Hardware” is made doubly attrac- 
tive by the shading of the letters 
with a faint gray color, using the 
same light’ gray for the_ border 
around edge of card. An easy way 
to stripe a border is to draw a pen- 
cil line around the edge of the card 
about two inches from the outside 
edge. Place a yard stick or any 
straight edge close to the pencil line 
and proceed to stripe. Hold the brush 
between the thumb and index finger 
allowing the other finger tips to rest 
against the edge of yard stick. As 
the hand is drawn along the border 
will surely be straight. 

The reader will observe that the 
letters are shaded with a very light 
gray tint. This shading color is 
produced by adding just a touch of 
black to say one tablespoonful of 
white. This amount will do a lot 
of shading and border striping. By 
this method of shading even the 
plainest letters can be made to stand 
out as if they had been raised. The 
effect is best if the shading is done 
at the left using the same size brush 
and keeping away about one-eighth 
of an inch from edge of letters. 


The Correct Position 


The correct position in which the 
brush should be held has much to do 
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SoS" TVW XXY1Z 
suuvvwwxxllityy VV33¢ 


This chart shows the manner in which the final letters of the modern one-stroke Roman 
alphabet are made 


with the beginner’s success. First 
of all, do not grip the brush too 
tightly as this will cramp the hand 
and cause it to shake. Also be sure 
that the thumb and first two fingers 
are placed well down on the handle 
just above the metal ferrule. Hold- 
ing a brush in this position gives the 
writer complete control and enables 
him to acquire the natural “swing” 
so necessary in making sweeps and 
circles. In making all letters up to 
three inches in height, the first joint 
of the little finger should rest upon 
the surface to be lettered. This will 
give the other fingers the necessary 
support to make all straight up and 
down strokes, circles, and semi- 


circles. In making the sweep strokes 
or semi-circles do not twist the arm 
into an awkward position, it is all 
accomplished by rolling the brush 
handle between the fingers, using the 
wrist more than the arm. Never 
stop short in the middle of sweep or 
circular stroke. Remember the’ old 
saying that “He who hesitates is 
lost.” Practice until the continuous 
stroke is perfected. 

The beginner should not be back- 
ward in displaying his first attempts 
at lettering because in show-card 
writing it is a case of every attempt 
a little better. It is advisable to 
save these first attempts and com- 
mare them as we improve. 








Coming Hardware Conventions 





WESTERN RETAIL IMPLEMENT AND 
HARDWARE CONVENTION, Kansas City, 
Jan. 16, 17, 18, 19, 1923. H. J. Hodge, 
secretary, Abilene, Kan. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
23, 24, 25, 1928. A. M. Cox, secretary, 
822 Dallas County Bank Building, Dal- 
las. 

WEST VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

INDIANA RETAIL HARDWARE ASSOCI- 
ATION, INC., CONVENTION AND EXHIBI- 
TION, Indianapolis, Jan. 30, Feb. 1, 2, 
0 G. F. Sheely, secretary, Argos, 

nd. 

WISCONSIN RETAIL HARDWARE AS- 
SOCIATION, Milwaukee Auditorium, Feb. 
7, 8, 9, 1928. P. J. Jacobs, secretary- 
treasurer, Stevens Point. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Palace Hotel, San Francisco, Feb. 13, 








14, 15, 1928. Le Roy Smith, secretary, 
112 Market Street, San Francisco. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Feb. 12, 
13, 14, 15, 16, 1928. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Cleveland, 
Feb. 13, 14, 15, 16, 1923. Exhibition in 
the new Municipal Hall. James B. 
Carson, secretary, 1001 Schwind Build- 
ing, Dayton. 

ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, Il. 

IowA RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Des Moines, Feb. 18, 14, 15, 16, 1923. 
A. R. Sale, secretary, Mason City. 

New YorkK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOSI- 


TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel, 
Sessions and Exposition at Exposi- 
tion Park. John B. Faley, secretary, 
City Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’. Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George 
A. Fiel, secretary, 10 High St., Boston. 

HARDWARE ASSOCIATION OF THE 
CAROLINAS (place to be announced 
later) May 9, 10, 11, 12, 1923. T. W. 
Dixon, secretary-treasurer, Charlotte, 
N. C. 

ARKANSAS RETAIL HARDWARE AS- 
SOCIATION CONVENTION, May, 1923, 
(dates to be announced later). L. P. 
Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


Montclair, N. J., has a new hardware 
store, which recently opened up as 
the Dyer Hardware, Inc., 517 Bloom- 
field Ave. Mr. Dyer has had twenty- 
five years’ experience in the business. 
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How About Featéring Your Line of Baskets? 


Excellent Opportunities 
Exist for Selling 
This Line Which Is Found 
in Hardware 
Stores the Country 
Over—Some Useful 
and Practical 
Suggestions Regarding 
the Display and Sale 
of Baskets 


N the course of life you occasion- 
ally meet an individual who, be- 
cause of an unusual personality 

is different from the people you usu- 
ally meet. This kind of a person in- 
terests you and makes at least a 
temporary impression on your mind, 
chiefly because of the fact that he is 
a little different. The same is true 
of window displays and _ interior 
stock arrangements. You might 
travel through many towns in a day 
and find a uniform standard and 
style of stock display. Yet among 
the stores visited you might come 
across just one display possessed of 
an unusual and outstanding person- 
ality. 

Such a personality, we believe, is 
found in the basket display shown in 
the accompanying illustration. This 
was found in New London, Conn., at 
the store of Lyon & Ewald. Every 
good hardware store carries baskets 
of various styles and capacities, but 
seldom, however, do we find such a 
generous display of so many kinds 
as we find here. 


Displaying Baskets 


The usual method of showing 
baskets that we have seen consists 
of two or three hampers for soiled 
clothes stacked among the wash 
boards and wash boilers. There is 
often a basket or two of the type 
used for carrying clothes to the line. 
One or two waste paper baskets 
found in the housefurnishing depart- 
ment complete the line. Should a 
customer ask for another type it 
must be brought from a place of hid- 
ing and presented for inspection. 
Lack of space would be the dealer’s 
plea. This may be a good excuse, 
but the store of Lyon & Ewald is no 


Lyon & Ewald, New London, Conn., carry an extensive line of baskets. That they are 
displayed t@ advantage is proven by this illustration 


larger than the average hardware 
store and yet an extensive line of 
baskets is carried. 

Perhaps it may be said that the 
general line of baskets is not season- 
able at all times. But a basket is a 
very timely purchase at this time of 
the year. Baskets are needed for the 
marketing and securing of fresh 
vegetables, for berry picking, and 
for gathering up ripening fruit. 
Auto parties and beach parties in- 
variably need baskets. The June bride 
coming to her new home will need 
a full set of baskets. Offices and 
business stores are always in the 
market for paper baskets. But you 
have to prompt them to the action 
necessary in making a purchase. 

Fishermen need baskets in which 
to carry their catch as well as lunch 
baskets and July is the big month 
for fishing. Baby hampers are in 
demand almost all the time. So are 
clothes and wash baskets. Baskets 


for displaying fruits on the dining 
room buffet are much in vogue and 
should’ be sold in goodly numbers. 


A Mass Effect 


Speaking merely of the display ef- 
fect of the line on view at Lyon & 
Ewald’s store, we find not so much 
orderly arrangement as in other 
lines in the same store. Instead we 
find what might be termed a mass 
effect. It is an unusual effect in 
basket display and should be a good 
one for others to follow. It cer- 
tainly was a money maker with this 
New London firm and should be 
equally as successful with any other 
dealer, particularly at this time. 

Baskets lend themselves to at- 
tractive displays and when well ar- 
ranged always succeed in command- 
ing the attention of onlookers. The 
summer season is the basket sea- 
son so why not emphasize the utility 
of the various kinds you carry? 
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Sledge Hammers and Musical Instruments 


and Hardware Dealers Who Sell Them 


Talking Machines, String and Wind Instruments 
Have Made a Place for Themselves and 


Yield Excellent Hardware Profits 


E thoroughly believe of all re- 

\ \ tail merchants the hardware 

dealer is the most progres- 

sive. The evolution of the hardware 

store in the past ten years estab- 
lishes this as a fact. 

They are hustlers, as developers 
of new sources of revenue. They are 
six-cylinder, triple-expansion engines 
of energy, constantly hustling, hit- 
ting on all six every working hour 
of the twenty-four, solving new mer- 
chandising problems. 

They are collectively the most 
energetic class of all retail mer- 
chants. Very seldom do you see or 
hear of a hardware dealer’s business 
dying of dry rot or stagnation. 

There are some 37,000 hardware 
dealers and 900 hardware jobbérs in 
the United States, all live ones. The 
percentage of failures in this large 
number of individual enterprises is 
so small that it is practically negligi- 
ble. 

Increased Hardware Activities 


The hardware store has developed 
to such a high point of efficiency and 
progressiveness, the writer thinks, 
that the term “hardware store’ is 
almost a misnomer due to the simple 
fact that the term “hardware” cov- 
ers but a very few of the items sold 
by the hardware dealers of to-day. 
True, ten or fifteen years ago a hard- 
ware store was just a hardware 
store, where one purchased any gen- 
eral staple hardware item. Those 
days are gone, in the progressive 
race for business the hardware deal- 
er has added to his stock from time 
to time various items and lines of 
merchandise that are really astonish- 
ing. ; 
To-day the customer can purchase 
from his local hardware dealer al- 
most any of the thousands of differ- 
ent items of merchandise, from the 
smallest kind of common, household, 
carpet tacks to the most expensive 
talking machines or records—rec- 
ords, an asortment of which cover 
everything from vocal and instru- 


By A. K. Trout 


mental selections of jazz and comedy 
type to grand opera, both instru- 
mental and vocal, also classical in- 
strumental selections played by the 
world’s greatest artists and masters 
—and this same store sells anvils and 
sledge hammers. 


Musical Merchandise 


The talking machine and record 
department alone has increased the 
hardware merchants’ business by 
thousands of dollars, yet we distinct- 
ly remember when certain dealers 
added talking machines to their lines, 
they were looked upon as wild men. 
To-day thousands of dealers through- 
out the country stock and sell this 
line heavily. Talking machines and 
records are musical merchandise. 


A Profitable Line 


This feature or idea has caused 
progressive men to sit up and take 
notice; to realize there is a big field 
and a large source of revenue to be 
had from the musical field which is 
developing daily in America. 

Many representative hardware 
houses are adding a general line of 
musical instruments in connection 
with their talking machine depart- 
ment and are doing a whirlwind busi- 
ness and reaping a harvest of good 
dollars as a result of their foresight 
and business sense in taking advan- 
tage of the opportunity this field 
offers. 

We know of hardware stores that 
are adding to their line banjos, man- 
dolins, guitars, ukuleles, violins, 
drums, cornets, trombones, saxo- 
phones, and many other items from 
the musical small goods line. 

They are selling, and selling well; 
the repeat orders which these houses 
are sending in to the jobbers of mu- 
sical instruments are real orders 
which run into many hundreds of 
dollars. 

Demand is Increasing 


The demand in this country for 
musical instruments is greater than 


ever before. This demand is increas- 
ing daily due to the fact that the 
public schools in many towns, vil- 
lages and cities throughout the land 
are organizing orchestras, glee clubs 
and various other kinds of musical 
associations where the musical talent 
of young America is stimulated and 
developed. 

Have you ever given any thought 
as to what a line of musical instru- 
ments would do for your store, Mr. 
Hardware Dealer? We know you 
can handle and sell it profitably. 
Think it over seriously. 

Do you know that the mail order 
houses issue a separate catalogue of 
about 100 pages devoted exclusively 
to musical merchandise. About forty 
of these pages are devoted to small 
goods, such as banjos, ukuleles, man- 
dolins and their accessories, etc. Do 
you know they are selling thousands 
upon thousands of instruments right 
in your very towns. These mail 
order customers would gladly pur- 
chase from you if you carried the 
line, as almost every one will patron- 
ize a home town store rather than 
send off good money for a sight un- 
seen purchase. 


Last Year’s Sales Record 


Last year, 1921, which was not a 
banner year by any means, the small 
goods musical instrument factories 
in the United States manufactured 
and sold over $60,000,000 worth of 
instruments. America is awake to 
the fact that music is the universal 
language. Our children and our 
homes demand and need music. This 
country is awake from a musical 
standpoint from Atlantic to Pacific, 
and the writer is sure that before 
long our musical instrument indus- 
tries will be making and selling an- 
nually, double the figures in dollars 
and cents that were sold in 1921. 

The hardware dealer is one of the 
biggest outlets for many manufac- 
turers of talking machines and their 
records. This merchandise is mu- 
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sical merchandise so why not take 
advantage of the opportunity offered 
and make your line of musical mer- 
chandise complete by adding small 
goods to your talking machine de- 
partment, thereby reap the harvest 
of good dollars that are being spent 
in your locality now for this class 
of merchandise. You can do in your 
locality what other dealers are doing 
in theirs. Musical instruments are 
staple merchandise. The styles of 
instruments do not change with the 
seasons or from year to year; it is 
an all-the-year-’round business. You 
need not fear carrying over goods 
that will be out of date next year. 
Violins and other instruments made 
in the seventeenth century still have, 
not only a remarkable market value, 
but still retain their fullness and 
richness of tone. 


These Firms Have Succeeded 


Musical string instruments have 
been and are being sold_ suc- 
cessfully by hardware _ dealers. 
Among them are the Fillmore 
Hardware Co., Fillmore, N. D.; 
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Ramsdell Hardware Co., Norway, 
Mich.; Hager Hardware & Impie- 
ment Co., Cambridge, Idaho; Young 
Hardware Co., Bellevue, Iowa; 
Keith’s Hardware Co., Du Quoin, 
Ill.; Riverton Hardware Co., River- 
ton, Wyo.; Buchanan Hardware Co., 
Buchanan, Va.; Smith Hardware Co., 
Winder, Ga.; Wheatland Hardware 
Co., Wheatland, Wyo.; Burke-Corbin 
Hardware Co., Washington, Ga.; 
Guarantee Hardware Co., Stevens 
Point, Wis.; McNary-Johnson Co., 
Welsh, W. Va.; and others. The 
writer mentions these names as they 
were the first brought to his atten- 
tion. The firms mentioned are en- 
thusiastic boosters and we believe 
the pioneers among the dealers who 
first saw the big fertile fields that the 
music-loving customers offered as a 
source of increased revenue and who, 
like the live wire hustling enterpris- 
ing concerns which they are, took 
advantage of the opportunity that 
was offered them to add another line 
of good merchandise to their already 
long lines of daily necessities and 
staple goods. 
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These men are business builders; 
they have the proper viewpoint on 
the merchandising situation; they 
foresee what the public desires and 
then sell it to them. That is the rea- 
son why they are successful. To all 
business builders the same oppor- 
tunity is offered and it is open to you 
in your home town or city as was 
offered to these men in North Dakota 
and Michigan, and it is strictly up 
to you to take advantage of the op- 
portunity and turn it into profit. 

Your field for musical small goods 
is just as fertile as theirs. Every- 
body loves music, and wants music, 
the retail hardware dealers. will 
go the limit to give the public, their 
patrons, what they want. 

Here is a brand new idea and we 
believe thoroughly that the hardware 
dealers can develop the sale of mu- 
sical merchandise. We believe what 
these few dealers are doing can be 
duplicated by many others for the 
very good but simple reason that the 
general public wants musical instru- 
ments and the hardware store serves 
the public. 


National Radio Exposition Held in Chicago 


Convention of Manufacturers, Jobbers and Dealers 


Also Held in Leiter Building June 26-July 1 


~~ National Radio Exposition was 
= held June 26 to July 1 in the Leiter 
Building, Chicago. The very latest in 
radio apparatus and supplies were 
shown. One section of the show was 
given over to exhibits by the various 
high schools and their work in these 
fields was watched with interest by the 
large crowds that daily attended the 
exhibit. The public took a very active 
interest in the show and it was crowded 
most of the time. 


Unusual Interest Manifested 


One floor was given over to concerts 
and the programs of the various broad- 
casting stations were picked up for the 
visitors. Another floor was devoted to 
convention purposes and the remaining 
floor of the show was given over to the 
exhibitors. There was very little va- 
cant space and considering the newness 
of a radio show the attendance and in- 
terest was unusual. It is estimated that 
the increase in demand for radio equip- 
ment in the past year has amounted 
to 60,000 per cent. Two years ago the 
annual demand for tubes amounted to 
4000. This year probably 200,000 tubes 
a month will be demanded. There are 
600,000 receiving sets in the country 
with 100,000 in the central states, and 
about 25,000 in Chicago. 

A police board was appointed by the 
various exhibitors and they kept down 
the noise of the exhibits. Each booth 
was allotted a certain time for demon- 


stration with loud speakers and in this 
way the usual noise and confusion was 
eliminated. Many improvements were 
noted in the different things being 
offered. Combination phonographs and 
radio receiving sets made a very pleas- 
ing appearance. The workmanship on 
some of the models was exquisite. Then 
there were sets greatly resembling 
phonographs, which were put in hand- 
some period design cases. The latest 
in all sorts of equipment from the ring 
receivers to the most costly sets were 
shown. The accessories were also well 
represented and everywhere there was 
a keen interst to learn how to do the 
different things connected with radio 
and what to buy. 


Interesting Program 


The convention’ program was very 
interesting. The manufacturers had 
their session on Monday and after a 
number of interesting addresses by 
men connected with the industry they 
discussed ‘the kind of equipment the 
public desired, the kind that was most 
popular, difficulties of manufacture, the 
problems of the future and the elimina- 
tion from the field of such apparatus 
that has been found unreliable. 

Tuesday the jobbers had a session 
and discussed present and future busi- 
ness. They also discussed the perma- 
nency of radio and the organization of 
departments to take care of it. A dis- 
cussion was also entered into relative 


to the forming of a National Radio Job- 
bers’ Association. 


Retailers Hold Session 


Wednesday the retailers had their 
session. They discussed prices, deliv- 
eries, newspaper interest, service to 
customers and ways of reaching the 
farmer trade. George B. Foster of the 
Commonwealth Edison Co. told them 
that he was often asked if radio would 
share the fate of the bicycle. He said, 
“My answer is No. Everybody is doing 
it, but this industry of radio will grow. 
It will become established. There is, to 
my mind, nothing that will create the 
spirit of good will more than radio. 
The countries of the world will know 
more about each other. This added 
means of communication will tend to 
make the good will spirit stronger. 
Radio will bring the farmer closer to 
the market and the city. The sons of 
farmers will be more content to stay on 
the farm. Radio is not a fad. It isa 
big cog in the world’s machinery of 
communication that will help the world 
and will also help business.” 

Thursday was a meeting for farmers. 
They discussed what broadcasting had 
done for the farmer, what information 
was most desired and the hours that 
this broadcasting should be done for 
their benefit. Friday the Civic Indus- 
trial Radio Clubs of Chicago met and 
discussed their various plans for co- 
operation and advancement. 
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EDITORIAL 


Will You Let Them Forget ? 


HE biggest thing that your advertising 
will do is to make folks think kindly of 
you and what you have to sell. For most 
people buy on the strength of what is told 
them by someone in whom they have confidence. 

The next biggest thing that your advertising 
will do is to keep folks thinking kindly of you and 
what you have to sell even if they aren’t in a 
buying mood. For new men with new ideas are 
coming up over the horizon in an endless throng. 

People are less likely to forget you and your 
product when they are buying, than when they 
are retrenching. During the Liberty Bond days 
nearly everyone knew at least two verses of “The 
Star-Spangled Banner ;” but try them out today 
and see. People are quick to forget songs, sales- 
men, and sermons. 

So, of all times, right now is the one in which 
to advertise. Keep reminding the people that 
you’re still in business; where you’re in busi- 
ness; and what you have to offer to the world. 

It isn’t necessary to climb to the house tops 
and shout. It isn’t necessary to spread your 
message over a full newspaper page. In the 
long run temperate advertising pays best of all. 
Make your advertising truly representative of 
you and your product. Cut the cloth to fit the 
garment. But don’t let your customers forget 
you or your store. 





Two Extra Years 


T a recent meeting of the National Fraternal 

Congress in Chicago, Dr. W. L. Straughn 
announced that the average man in a civilized 
community lives four years longer than he did 
ten years ago. 

“Not only do we live longer than our fathers 
did,” said Dr. Straughn, “but the children who 
are born this year will live at least six years 
longer than we do.” 

All of which struck a keenly responsive chord 
in the hearts of American business men, for who 
has not looked back upon the past two years as 
practically lost? 

But now, we are told, we are still two years 
to the good. Each of us has two brand new 
extra years to live—two good, healthy, full- 
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grown years of 365 days each—two years in 
which we can more than make up for those which 
we have counted as lost. 

Let’s not wait until the end to see whether we 
have actually gained those two years. Let’s start 
out to live them now. By working harder; by 
keeping our feet moving faster; by thinking 
more deeply ; and. by reasoning more soundly, we 
can do more, earn more, and save more during 
1922 and 1923 than we have in the past four 
years. We can make two blades of grass grow 
where there was but one; and we can turn 
frowns of dismay into smiles of accomplishment. 

Plan. Work. Save. Encourage. Stimulate. 
Smile. Sell Merchandise. Get the benefit of 
those two extra years. 





The Penalty of Doubt 


OMEONE tells this story on Kid Broad, who 

used to be a lightweight boxer: 

Broad, it seems, was standing on Broadway, 
near 42nd Street displaying his new white vest 
with the pink and purple stripe. Suddenly a 
$20 bill carried in a swirl of dust blew past his 
feet. The kid watched it incredulously. It went 
on and fluttered down a subway entrance. 

“It’s some advertising gag,” declared the ex- 
boxer. He had been on Broadway too long to 
believe in $20 bills even when wafted to his feet. 

A moment later a $10 bill accompanied by 
three fives fluttered past. His grin expanded, 
but he did not stoop to pick them up. 

Suddenly a lone $1 bill fluttered around his 
feet. Impelled by an irresistible impulse he 
stooped and picked it up. It was real! Some- 
body had left a window open and a lot of money 
had blown out. Like the Kid, the Broadwayites 
would not believe it was real. Broad’s incre- 
dulity cost him $45. 

“That’s what a guy gets for being too wise,” 
remarked the Kid sadly. 

While it is true that car-load-lot orders and 
$20 bills are not being blown around the streets 
at our feet, still one doesn’t have to look very 
far to see that there is some business being done, 
and that some folks are getting a lot more than 
others. But they have to go after it to get it. 
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A Group of Seasonable Ads That Are 
Building Profits for Hardware Men 


A Good Service Ad 


No. 1 (1 col. x 6 in.) 

This ad was recently received from 
R. J. Atkinson, Brooklyn, N. Y. Itisa 
timely one on hardware service while 
featuring a number of seasonable 
items. The heading and opening talk 
are specially good and are designed to 
bring in phone calls to the store. 

The copy in the garbage can panel 
is well handled. A strong garbage con- 
tainer is what the housewife wants. 
In the tire panel the sentence referring 
to low tire prices, followed up by the 
suggestion that good tires help make 
an enjoyable trip should have produced 
sales for no motorist wants to en- 
counter tire trouble. 

The ad is carefully displayed and for 
a single column announcement it has 
a great deal of display punch. 
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FAUT’S 
R. J. ATKINSON 
HARDWARE 
BROADWAY and Quincy St. 
Phone, 6461 Bushwick 
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timely heading on this ad gets quick 
and the items featured are all 
seasonable suggestions 

2—This how Faut’s took a ready- 
made ad electro and produced a particularly 
column ad 


1—The 
attention 


shows 


attractive single 


A Screen Painting Suggestion 
No. 2 (1 col. x 6 in.) 
This screen paint ad was sent us by 
Faut’s hardware store at Brookfield, 





For Boys 
and Older Boys 


BASEBALLS and mitts and gloves and 
bats and the other necessary things to play 
the national game 





FISHING TACKLE — essentials — steel 
rods ai special low prices—sharp hooks that 
catch fish—lines and reels—and other 
catchy things. 


KIDS THINGS on wheels—like express 
wagons—velocipedes — roller skates — bi- 
cycles—hoops—kiddy kars—gcooters—etc. 
All sizes for all ages of kia 


THE PRICES on these goods are now low- 
er than ¢hey have been for several years. 


AND ALSO 
FENCING and NETTING for keeping 
chickens or cattle in—or out as the case may 
be 

Wire Fence 
Hardware Cloth , 


Poultry Netting 
Screening 


Tools to put them up with, 


SPECIAL meiation is made right now of our 
ENAMELED STOVES and RANGES 
The new low prices surprised us. 
We know they'll surprise you 
“ANY BRIDE WILL LIKE ONE.” 


SWALM HARDWARE CO. 
VY the 
NATIONAL HASQWARE STORES. Inc. 
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and wheel toys for 
is the theme of this 
well 


3—Sporting goods 

outdoor enjoyment 

ad, which is neatly displayed and 
written 


Mo. It was used in The Messenger, 
the store paper published by the firm. 
It is an example of good advertising 
through using ready-made electros fur- 











The Time You Appreciate a Superior Tool 


Changing 4 tire or any adjustment that has to be made on the road 
jsut half.s0 inconvenient if you have the right tool, Then, if 
«ver, you appreciate a tool of superior quality. 

Winghester Slip Joint Pliers adjust themselves instantly to the de- 
sired, position, They are designed for powerful le# rage. The 
sharply nritied jaws grip and hold with absolute security, 

Ball Pein Hammers, Open End Wrenches, Scrw Drivers, Cold 
Chisels are also being made for the motorist, according to Win- 
chester standards of design and, workmanship. 


Outfit yousiool box ° you are prepartd for whatever may happen 


Blakey-Clark Hardware Co. 
THE WINCHESTER store 











1—This time of year every motorist will 
stop at sight of this Blakey-Clark cut 
and see what the firm has to say 


nished by the paint manufacturers. 
These electros usually are made up 
with attractively designed borders and 
snappy cuts and the dealer who uses 
them lends variety to his publicity. 
The copy here presents the subject 
exceedingly well. 


An Attractive Outdoor Ad 


No. 3 (2 cols. x 9 in.) 

Here is an ad used by the Swalm 
Hardware Co., which is devoted to 
featuring outdoor items for man and 
boy. Included is a panel on fences and 
screening and mention is also made of 
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of farm supplies. Now is the time to order repair 
parts and special implements. Come in and let us 
shiow you what we have. 
Among other good things we sell Bowker’s Pyrox 
—the combined poison and fungicide for spraying 
fruits and vegetables. Pyrox is effective against 


requirements. 


W. W. ROBB HARDWARE CO. 


New Harmony, Ind. 


5—An ad like this Robb announcement 
will help build up good-will among your 
farmer customers 
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the store’s stove line. J. W. Swalm of 
the firm states that this is a new style 
of set-up his firm is using and we 
think it very attractive and easy to 
read. Marginal indention always makes 
copy easier to read as it keeps the type 
lines away from the opposite reading 
column or ad. 

The text on baseballs and accessories, 
fishing tackle and wheel toys is well 
written and should help business on 
these items. Note the firm’s trade-mark 
which is unique. 


A Familiar Illustration 


No. 4 (2 cols. x 8 in.) 

Motorists will be attracted to this 
cut at first sight. And their glances 
will take in the heading reference to 
good tools which will lead on to the 
well-handled text. The point made 
about the pliers will be appreciated by 
anyone who uses them. 

This is a mighty good ad to run now 
when auto owners are preparing for a 
summer trip. It will cause many an 
owner to look over his tools and see 
what replacements or additions he may 
need. This ad was sent us by C. B. 
Knighten of the Blakey-Clark Co., En- 
nis, Tex. 


Of Interest to the Farmer 

No. 5 (2 cols. x 5 in.) 

Here is an ad designed to create con- 
fidence among the farmer buyers for 
the class of goods handled by the W. 
W. Robb Hardware Co., New Har- 
mony, Ind. 

The idea is first-rate and the copy is 
well written. This is another ad which 
illustrates the advantages of using the 
ready-made ad ideas furnished by 
manufacturers. An ad like this creates 
friendly feeling and is well worth the 
small space it occupies. 


Here’s a Fine Idea on Paint Selling 

No. 6 (3 cols. x 11 in.) 
; In this ad, the Haynes Hardware Co., 
Emporia, Kan., presents an argument 
for house painting that makes a deep 
Impression on the man who takes pride 
in his home. The copy awakens him 
to the need of having his house a credit 
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to both himself and to his neighbor- 
hood. 

After having made this first impres- 
sion, the writer of the ad then proceeds 
to illustrate the real meaning of 
economy in buying paint. By placing 
paint on a “per job” and “per year” 
basis, a strong case is made for the 
highest grade paint. The price per 
square foot which is mentioned empha- 
sizes the desirability of using quality 
paint. 

Comment on Recent Publicity 


J. J. Scull of Scull, Swain & Wallace, 
Sherman, Tex., sent us a June bride 
ad and tells us that they made it up 
after seeing the Edwards & Chamber- 
lain June Bride ad in HARDWARE AGE 
for May 18 reproduced in this depart- 
ment. Mr. Scull said it looked so good 
that he “copped on to the whole thing.” 
Moreover, he says: “Time was when 
only ‘pretty’ things. were given for 
wedding presents. Then the hardware 
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man awoke. Now he is selling about 
as many wedding presents as the jew- 
eller.” Mr. Scull thanks Edwards & 
Chamberlain for their fine ad. 


Mexico Hardware Co. Enlarges 


The Mexico Hardware Co., El Paso, 
Tex., is having a building constructed 
in Juarez, Mexico, two stories high and 
which will occupy nearly half a block. 

The company has a retail store in El 
Paso and has for several years con- 
ducted a jobbing business in Mexico 
through this store. 

S. R. Silva, general manager of the 
company, points out that the Juarez 
branch is designed to avoid delays in 
the shipment of goods into the interior 
of Mexico because of customs duties. 
All the goods for Mexico will be 
shipped through to the Juarez store 
and the customs duties paid, so that 
orders from the interior can be for- 
warded promptly. 














as a breach of common courtesy. 


because of the price per gallon. 
price per job and per year. 


You Wouldn’t Wear Rags to a Party 


Unless you wanted to create unfavorable comment 


Yet—an unpainted house causes almost as much unfavorable comment 


You owe it to your house, yourself and your neighbors, to paint up. 


But don’t confuse cheapness and economy. 
Devoe is economical because of the 


Economical because Devoe carries more oil, goes farther and lasts long- 
er, for linseed oil is the life blood of your paint. 


There’s no secret or mystery about good paint. 
good lead, good zine and good oil are put into it, the best that money 
can buy. Cheaper paints are made by putting cheaper “things in, yet 
with a lower price per gallon, you have a higher cost per job. 


IT COSTS ONLY 1ic PER SQUARE FOOT TO. 


USE DEVOE 
ON THE AVERAGE JOB 


Measure your house and come in; ask us to prove our statements, 


If you want a painter, call up—we can recommend good men 
for your work. 
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Many paints sound cheap, 


Devoe is good. because 
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6—This is a case where the heading attracts and the copy holds. 


One of the best 


paint ads of the year 
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North Jersey Dealers Hold Annual Outing 


Yearly Get-Together of Jerseyites Held 
June 28 a Carnival of Fun for All 


| her spite of doubtful weather that 
broke with an evening shower, the 
annual outing and field day of the North 
Jersey Hardware and Supply Associa- 
tion was an enjoyable occasion for al- 
most 400 men. The festivities took 
place Wednesday, June 28, at Doerr’s 
Union Park, Maplewood, N. J. 

One o’clock in the afternoon marked 
the entry of hardware men in the 
grounds of the park. Those who were 
to play on the baseball teams got into 
uniforms or old clothes and began 
“working out.” There was an inter- 


The three oldest hardware men in northern 
New Jersey. 


fume 


city ball game played between Newark 
and Jersey City hardware men as one 
of the features. 

Following the ball game a number of 
foot races were run off. A stake driv- 
ing contest went over big and drew a 
large number of contestants, and al- 
most half of those present were spec- 
tators. A trap shooting contest was 


Four of the five Birkenmeiers present. 


also held, as were numerous other 
games of skill and chance. To the win- 
ner in each event was given a valuable 
prize from the large assortment of mer- 
chandise generously donated by some 
fifty manufacturers and jobbers. 
During the afternoon a buffet lunch 
and refreshments were served continu- 
ously and at 6.30 a chicken dinner was 
set in the dining-room on the grounds. 
Much of the success of the outing 


Officers of North Jersey Association, left 

to right: W. J. Cregar, first vice-president; 

Sidney J. Milligan, president; H. L. Imler, 

second vice-president; W. F. Little, Jr., 
secretary. 
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was due to the hard and earnest work 
done by Fred. Warriner, Al. Birkenmier 
and Morris Miller, who formed the 
basis of the main committee, of which 
Mr. Warriner was the chairman. 
Music was furnished by the Boy Scout 
Band of Paterson, N. J., one of the 


Delegation of New York Hardware Boosters. 





best of its kind in the State. 
Everyone who attended was loud in 
his praises of the work of the com- 


mittee. Generally speaking, it would 
have been difficult to have found any 
fault with the affair in any possible 
way. 


Another group of familiar faces 
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Winchester Dealers Indorse Merger 


Second Annual Conclave of National Association of 
Winchester Clubs Held in New Haven, Conn., 
June 26-29—C. A. Ireland Elected President 


\ ORE than 500 hardware retailers 
L attending the second annual con- 
vention of the National Association of 
Winchester Clubs at Woolsley Hall, 
New Haven, Conn., June 26 to 29, 
unanimously indorsed at the closing 








President Charles A. Ireland 


session the merger of the Winchester 
Co., New Haven, Conn., with the Asso- 
ciated Simmons Hardware Companies, 
St. Louis, Mo., and tendered a vote of 
confidence to John E. Otterson, presi- 
dent of the new Winchester-Simmons 
Co. At the same session Charles A. Ire- 
land, Ionia, Mich., was elected presi- 
dent of the associated clubs to succeed 
C. T. Woodward, Carlinville, Ill., who 
has held office since the association was 
organized two years ago. 

The Winchester dealers gathered at 
New Haven from all sections of the 
country, many of them going from New 
York to New Haven by special boat on 
the day before the formal opening of 
the convention. 


Officers Address Convention 


The convention was opened at Wool- 
sley Hall, Yale University, June 26 by 
President Woodward. The Winchester 
dealers were welcomed to New Haven 
on behalf of the Winchester Repeating 
Arms Co. by F. A. Maycumber, general 
sales manager. Henry Brewer, vice- 
president and secretary of the com- 
pany, spoke on the relationship of the 
company to the dealer, and W. R. Sloan, 
treasurer of the association, discussed 
the relationship of the dealer to the 
company. F. G. Drew, second vice- 
President of the company, urged the 
importance of knowing the line you sell 


in an address on modern salesmen. T. 
G. Bennett, chairman of the board, 
spoke on the history of Winchester. 


Winchester-Simmons Merger 
Announced 


J. E. Otterson, president of the com- 
pany, then fired the big gun of the con- 
vention. He announced the merger of 
The Winchester Co. with the Associ- 
ated Simmons Hardware Companies. 
All of the dealers in the hall were visi- 
bly amazed. Some viewed the an- 
nouncement of the merger with misgiv- 
ings, which President Otterson dis- 
pelled at a special session in the after- 
noon, when he answered questions, as 
reported in these columns last week. 

Four conferences were also held Mon- 
day afternoon on producing and mer- 
chandising guns and ammunition, cut- 
lery, skates and tools, fishing tackle and 
sporting goods. 

A cabaret and dance was held at the 
New Haven Arena in the evening, 
which was largely attended. 

Tours of the factory, and conference 
room subjects on Winchester products, 
constituted the program for Tuesday. 
Many dealers and their families arrived 
during the day. The one engrossing 
topic of conversation was the probable 
effect of the merger on business. In 
the evening motion pictures, vaudeville 


and radio concerts and addresses drew 
a large attendance at Woolsley Hall. 
F. A. Maycumber, sales manager, de- 
livered an address by radio from the 
A. C. Gilbert Co. broadcasting station 
just outside of the city. 

Tours of the factory and conference 


room subjects occupied the attention of 
the dealers at the convention nearly all 
of Wednesday. Norman E. Horn spoke 
on advertising and service and intro- 
duced the conference room speakers. 
Mr. Horn’s remarks emphasized the 


Retiring President 
C. T. Woodward 


value of concentrated advertising from 
the point of view of the retail merchant. 


Window Displays Discussed 


R. H. Heller, supervisor of displays 
of the Sales Service Division, spoke on 
the impression that “is unfortunately 
too common in the minds of some hard- 
ware dealers, that trimming the win- 
dow is a job that can be left to the 
spare time of the delivery boy.” He 
showed a chart which featured an 
analysis of displays and pointed out 
that displays are just as much a sub- 
ject for scientific study as any other 
form of advertising or selling. Mr. Hel- 
ler recommended that window trim- 
ming be placed in charge of the em- 
ployee best fitted for it, and that every 
possible assistance be given him to aid 
in his development and education as a 
hardware merchant. 

The new officers of the Ladies Aux- 
iliary who were elected Wednesday are 
as follows: President, Mrs. L. T. Ham- 
mersley, Puente, Cal.; first vice-presi- 
dent, Mrs. F. X. Becherer, St. Louis, 
Mo.; second vice-president, Mrs. J. L. 
Emigh, Sacramento, Cal.; third vice- 
president, Mrs. Warren Taylor, Gon- 
zales, Tex.; treasurer, Mrs. W. R. 
Sloan, Logan, Utah; secretary, Miss H. 
M. Robinson, New Haven, Conn. 

Nearly 1300 attended the clambake 
at Lighthouse Point, Wednesday eve- 
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ning. It was reported that 300 inland 
dealers who attended the bake had 
never seen a clam before. A flotilla of 
destroyers and submarines visited the 
New Haven harbor during the conven- 
tion and were visited by many of the 
convention guests. 


Factory and Distribution 


The general session Thursday morn- 
ing was devoted to factory and distri- 
bution problems. E. Pugsley, manager 
of the retail stores, stated in an ad- 
dress that the company is now operat- 
ing ten retail stores, which have a sales 
volume, he said, of from $2,500,000 to 
$3,000,000 a year, principally in sport- 
ing goods. 

An open forum was conducted during 
the morning session by F. A. Maycum- 
ber, sales manager of the company. A 
number of pertinent questions were 
asked by the dealers about the merger, 
some of which were as follows: 


Treasurer W. R. Sloan 





Question—“What will be the policy 
of the new company about selling the 
lumber trade?” 

Answer—“It will not be the policy of 
the Winchester-Simmons Co. to sell the 
consumer direct.” 

Question—“There are second-hand 
dealers out my way who buy Simmons 
goods and cut prices. What will you 
do about that?” 
Answer—“Every Winchester agent 
will get 100 per cent protection from 
the Winchester-Simmons Co.” 

Question—“Will the company send 
us any data with which we can combat 
criticism when we get home?” 

Answer—“Nothing is confidential 
that has been said here. But we will 
send you minutes of this convention 
which will enable you to answer any 
question and meet abusive criticism 
with statements of fact.” 

Question—“When we get back home 
our attitude will do a great deal to help 
or hinder the new company, won’t it?” 

Answer—“It most certainly will. 
You dealers can make or break the new 
company. It’s up to you. This thing 
can only be put over by both you and 
the company working together.” 
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First Vice-President 
A. J. Osborne 


Question—“Will there be any changes 
in the Simmons Hardware Co.?” 

Answer—“That is a matter that has 
got to be worked out.” 


President Otterson Speaks 


The principal events at the afternoon 
session was President Otterson’s clos- 
ing address, and the election of officers. 
Although Mr. Otterson did not intro- 
duce any new feature he admitted that 
he entertained no delusions about a 
path of roses being ahead of the 
new company. “Criticism has already 
started,” he said, “and already our 
critics are trying to alienate Winches- 
ter dealers as well as Simmons’ custom- 
ers away from the new company. 

“The Simmons’ Hardware Co., how- 
ever,” he said, “is already taking orders 
for Winchester products and goods are 
already on the way from New Haven to 
St. Louis. It will be the policy of the 
new company,” Mr. Otterson said, “not 
to answer criticism. We will concen- 
trate on the big job ahead of us, and 
mind our own business, always remem- 
bering that our competiors make and 
sell good goods as well as we do. It is 
not the desire nor the expectation of the 
Winchester-Simmons Co. to control the 
distribution of hardware in this coun- 


Second Vice-President 
Warren Taylor 
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try. We want to live and let live. If 
we get new business, let’s get it with 
clean hands. We are not out to destroy 
but to construct and preserve. 

“If we can combine the Simmons 
volume of business with the Winches- 
ter volume of business we shall have 
achieved success. But if the Simmons 
volume is to be lost and taken away by 
criticism we shall have a serious prob- 
lem on our hands. Therefore, I feel 
that it is to the interest of everybody 
concerned with the Winchester-Sim- 
mons Co.,” Mr. Otterson said, “for me 
to ask you to purchase your general 
hardware from the Simmons Hardware 
Co. Winchester goods will be sold to 
you from Simmons’ warehouses at the 
regular market prices as always. 

“But above everything else,” he con- 
tinued, “I want you to act for your own 
best interests. If you are not able to 
compete fairly in the market by buying 
Simmons goods we do not want you to 
do so. The Winchester-Simmons Co. 


Third Vice-President 
George C. Brown 


does not ask for favors but it does ask 
for your loyalty. 

“There will undoubtedly be some an- 
noyance during the transition period,” 
Mr. Otterson said, “and we must ask 


you to be patient. But don’t reserve 
your criticism, and let us know your 
problems. We also would like to ask 
for your help in securing new Winches- 
ter agents so that the volume of busi- 
ness can be increased for the benefit of 
all concerned.” In conclusion Mr. Ot- 
terson reiterated that the new company 
was “by Winchester, for Winchester 
and of Winchester.” Rousing applause 
marked the close of his talk. 
Commander Guy Davis, U. S. N,, 
spoke on the purposes of the navy and 
emphasized the fact that the develop- 
ment of the steel industry, the electrical 
industry, and the development of many 
special tools, metals and alloys were 
brought about and introduced into com- 
mercial use as the result of demands 
made by the navy for better materials. 
A resolution which expressed the 
confidence of the association in the 
Winchester-Simmons Co., and the belief 
that the combination will result in a 
more economic distribution of merchan- 
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dise for Winchester dealers was unani- 
usly adopted by the members of the 
Mociation. 

A special set of resolutions pre- 
sented by the executive committee and 
the board of governors of the associa- 
tion was then read and adopted. These 
resolutions were originally drafted as 
recommendations to President Otter- 
son, who accepted them. It was then 
suggested that they be presented to the 
association as a special set of executive 
resolutions. , 

These resolutions urged that the 
Winchester plan be continued and de- 
veloped; that Winchester agents be 
continued as exclusive distributors of 
Winchester-branded products; that 
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Winchester agents buy their general 
hardware from the Simmons Hardware 
Co.; that the warehouses of both com- 
panies be combined for the distribution 
of the products of both companies and 
stated, furthermore, that the board of 
governors and the executive committee 
unanimously indorsed the Winchester- 
Simmons merger and recommended it 
to the association in the interests of all 
Winchester agents. 

R. E. Anderson, treasurer of the 
company, speaking on the business out- 
look, stated that business was gradu- 
ally regaining health. 

Retiring President Woodward and 
Secretary W. J. C. Stockley were pre- 
sented with gifts from the association, 
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and the following officers were unani- 
mously elected: 

Charles A. Ireland, Ionia, Mich., pres- 
ident; A. J. Osborne, Holyoke, Mass., 
first vice-president; Warren Taylor, 
Gonzales, Tex., second vice-president; 
George C. Brown, Punxsutawnay, Pa., 
third vice-president; W. R. Sloan, 
Logan, Utah, treasurer; W. J. C. Stock- 
ley, New Haven, Conn., secretary. 

J. M. Campbell, Bowling Green, Mo., 
retiring first vice-president, declined 
the nomination for the presidency be- 
cause of ill health. He was then elected 
to the advisory board. 

A banquet closed the convention 
Thursday night, following which the 
delegates returned to their homes. 


Winchester-Simmons Interests Issue 
Announcements to Stockholders 


Important Information for Owners of Common and - 


Preferred Contained in Statements 


eS the importance of the 
recent merger of the Winchester 
Co. and the Associated Simmons Hard- 
ware Companies and in accordance 
with our promise to keep the hardware 
trade fully informed regarding develop- 
ments in this connection, we are here- 
with publishing the following recent 
announcements of both of these com- 
panies to their stockholders. . 


THE WINCHESTER Co. 
New Haven, Conn. 
June 26, 1922. 


TO THE PREFERRED AND COMMON STOCK- 
HOLDERS OF THE WINCHESTER 
COMPANY AND TO WINCHESTER 
STOCKHOLDING AGENTS: 


The majority interests of the Win- 
chester Co. and the Associated Sim- 
mons Hardware Companies beg to 
announce that they have entered into 
a contract to combine the two interests 
under a common management and they 
will hereafter be operated jointly. 

The Winchester Co. will operate as 
the manufacturing organization and 
the Associated Simmons Hardware 
Companies will operate as the dis- 
tributing organization. 

The Associated Simmons Hardware 
Companies will continue the operation 
of their hardware jobbing business as 
heretofore and in addition will act as 
distributors of Winchester products to 
the Winchester stockholding agents, 
and for this purpose the sales, ware- 
housing and distributing organizations 
of Winchester and Simmons will be 
combined and hereafter be operated as 
one. 

By this plan, it is hoped to eliminate 
duplication of effort and to effect 
economies that have not been possible 
under separate operation. 

The combined interests will be 


operated through a holding company to 
be known as The Winchester-Simmons 
Co., the stock of which will be owned by 
the present Winchester and Simmons 
interests and both interests will have 
representation on the board of di- 
rectors. 

The Winchester stock interests in the 
holding company referred to involve 
only the Winchester Co. common stock. 
The common stockholdings of the ma- 
jority interests will be exchanged for 
the common stock of the Winchester- 
Simmons Co. and all the Winchester 
Co. common stockholders will be given 
the same opportunity to exchange their 
stock upon the same terms. No action 
is necessary on the part of the pre- 
ferred stockholders of the Winchester 
Co. in this transaction, but the value 
and earning power of their preferred 
stock should be improved due to the 
distribution strength growing out of 
the affiliation with the Associated 
Simmons Hardware Companies. This 
should provide a greater market for 
Winchester products and result in a 
greater factory activity as well as sales 
and distribution economies. It should 
also result in greatly improved service 
to Winchester stockholding agents. 
The present management of the Win- 
chester Co. will manage the combined 
companies and their subsidiaries. 

The Winchester stockholding agency 
plan, started about two years ago, will 
be continued and developed. Its de- 
velopment should be greatly facilitated 
by combining the Winchester and 
Simmons interests. 

Yours respectfully, 
J. E. OTTERSON, 
President. 


Following are the announcements of 
the Associated Simmons Hardware 
Companies: 


ASSOCIATED SIMMONS HARDWARE 
COMPANIES. 


St. Louis, Mo. 
June 26, 1922. 


To THE COMMON SHAREHOLDERS: 

As is well known to most of our 
stockholders, we have for many years 
been studying the evolution of the 
hardware business and adjusting our 
form of organization, so that we might 
take the greatest advantage of our 
opportunities. During the last ten or 
fifteen years we have established a 
number of distributing houses in vari- 
ous cities and have secured, in some 
cases the control of factories, and in 
others the output of those which have 
manufactured some of our important 
lines of merchandise. 

In accordance with this general 
policy, we have just taken what we 
believe is one of the most important 
steps in our history,—gqne which offers 
very great possibilities for the future, 
in linking up our distributing facilities 
with those of one of the largest manu- 
facturing organizations in the country. 


The Winchester-Simmons Company 


As indicated by the enclosed notice 
which has just been given to the public 
press, we have completed arrangements 
with those who control the Winchester 
Co., by which they become financially 
interested in our company and we in 
theirs. It is planned to operate sub- 
stantially as one organization; the vari- 
ous Simmons Companies will continue 
to distribute all of our tines of mer- 
chandise as in the past and in addition, 
the present and future production of 
the Winchester factories. 

We are convinced that this step is 
greatly in the interest of our share- 
holders, as the means of continuing 
our distribution profitably, without the 
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necessity of a large additional invest- 
ment in manufacturing plants. While 
the wholesale distributor is, and we 
think always will be, the most efficient 
link between the manufacturer and re- 
tailer of hardware, that distributor 
must be closely allied with the pro- 
ducer to achieve a full measure of suc- 
cess. 

A new corporation is to be imme- 
diately organized and known as the 
Winchester-Simmons Company with a 
capitalization of probably $10,000,000 
of 7 per cent preferred stock and 
$12,500,000 of common stock, both of 
par value of $100 per share. 

As the first step, the Winchester 
interests have acquired through the 
Mercantile Trust Co. of St. Louis 
(whose president, Mr. F. J. Wade has 
acted for the Simmons common share- 
holders in negotiating this transaction) 
550,000 common shares out of the total 
of 930,000 outstanding. The basis 
agreed upon is the equivalent of the 
net tangible value of said common 
shares as at June 30, 1922, said net 
tangible value to be determined by pub- 
lic accountants in accordance with the 
terms of the agreement. The exchange 
is to be upon the basis of three dollars 
and seventy-five cents ($3.75) for each 
Simmons common share, either in mar- 
ketable securities or cash, at the option 
of the shareholder, plus the difference 
between $3.75 and the amount thus es- 
tablished as the net tangible value,—this 
difference to be paid in the preferred 
shares of the Winchester-Simmons 
Company, on the basis of $90 per share 
(par value $100). It is further under- 
stood that this preferred stock will be 
convertible into common stock of the 
Winchester-Simmons Company, at the 
option of the holder and that until con- 
verted, will be preferred as to assets 
and also that after Jan. 1, 1925, its 
7 per cent dividend will be cumulative. 
The agreement also provides that 
shareholders may, at their option, sub- 
scribe through the Mercantile Trust 
Co., to preferred stock in the new Win- 
chester-Simmons Company at par, in 
lieu of receiving all or any part of the 
$3.75 per share in cash or other securi- 
ties. The delivery of said marketable 
securities or cash is to be made on or 
before Sept. 1, 1922. The Winchester 
interests reserve the right to deliver 
same at their option in four (4) equal 


Carrigan Representing Philipp 
Mfg. Co. in West 


The Philipp Mfg. Co., makers of slid- 
ing door hardware and hardware spe- 
cialties, have appointed the Andrew 
Carrigan Co., with offices at Los An- 
geles, San Francisco, Seattle, Wash., 
and Denver, as sales representatives 
on the Pacific Coast. 


G. Rosenthal, jobber at 667 Tyler 
Place, West New York, N. J., announces 
the opening of new office and ware- 
house. The firm will carry a complete 
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installments, viz; on or before Sept. 1 
and Nov. 1, 1922, and Jan. 1 and March 
1, 1923, with interest at 6 per cent per 
annum on the last three instalments, 
interest to accrue from Sept. 1, 1922. 
The holders of the common stock of the 
Winchester Co., the large majority of 
whom are the active officers of that 
company, will exchange their Winches- 
ter Co. common stock for the common 
stock of the Winchester-Simmons Co., 
thus accepting a security “junior” to 
that which is accepted by the Simmons 
common shareholders in exchange for 
their shares. 


A Primary Condition 


A primary condition of the arrange- 
ments is that all common shareholders 
of the Associated Simmons Harware 
Companies are to be given the oppor- 
tunity to exchange their shares on ex- 
actly the same terms as have been ac- 
cepted by the three Simmons brothers. 
The benefit of this arrangement will 
be made available to you when you re- 
ceive, within the next day or two, a 
formal blank, addressed to the Mer- 
cantile Trust Co. of St. Louis. This 
is the same form which has been signed 
by the Simmons brothers and all the 
officers of our companies who own the 
majority of the Associated Simmons 
Hardware Companies’ common shares. 

We recommend that you join us in 
accepting this offer and that you sign 
the authorization and return it at once 
to the Mercantile Trust Co., attaching 
thereto your stock certificates, indorsed 
in blank on the back and duly wit- 
nessed. The Mercantile Trust Co. will 
then issue interim receipts which can 
be made negotiable pending the com- 
pletion of the exchange. 

It has been agreed that the Mer- 
eantile Trust Co. shall receive as 
compensation for its services in negoti- 
ating the transaction and for handling 
the details of it, a commission of 5 per 


‘cent of net tangible value to be estab- 


lished. This 5 per cent will be deducted 
by the Trust Company in making its 
return to each shareholder. Arrange- 
ments will be made to buy or sell scrip 
for fractional shares for the conveni- 
ence of shareholders who may have 
them. 

Your prompt co-operation in this 
matter, will, we believe, inure greatly 
to your benefit as a shareholder and it 





line of plumbers’ brass and rubber spe- 
cialties; also pipe fittings. Hardware 
specialties, including tools, locks and 
repair parts are also in their line. 


E. C. Stearns to Represent 
McClellan & Bolton 


E. C. Stearns & Co., Syracuse, N. Y., 
have made arrangement for McClellan 
& Bolton, 504 Albany Building, Boston, 
Mass., to represent their line of hard- 
ware specialties throughout the entire 
New England territory. 
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will facilitate the work of those who 
have it in hand. 


TO THE PREFERRED SHAREHOLDERS: 


The controlling interests in the Win- 
chester Co. and the Associated Sim- 
mons Hardware Companies announce 
that they have entered into a contract 
to combine the two interests under a 
common management and they will 
hereafter be operated jointly. 

The Winchester Co. will operate as 
the manufacturing organization and 
the Associated Simmons Hardware 
Companies will operate as the dis- 
tributing organization. 

The Associated Simmons Hardware 
Companies will continue the operation 
of their hardware jobbing business as 
heretofore, and in addition will act as 
distributors of Winchester products to 
the Winchester stockholding agents, and 
for this purpose the sales, warehousing 
and distributing organizations of Win- 
chester and Simmons will be combined 
and hereafter operated as one. 

By this plan it is hoped to eliminate 
duplication of effort and to effect 
economies that have not been possible 
under separate operation. 

The combined interests will be con- 
trolled through a holding company to 
be known as the Winchester-Simmons 
Co. the stock of which will be owned by 
the present Winchester and Simmons 
interests, and both interests will have 
representation on the board of di- 
rectors. 

Enclosed is copy of a letter on this 
subject which is going to our common 
shareholders, and which explains the 
matter in detail. 

While the exchange of securities to 
bring about this alliance of the Win- 
chester and Simmons organization does 
not include any of the preferred shares 
of either company, it is of distinct in- 
terest to those who own the preferred 
shares because of the way in which this 
arrangement strengthens the position 
and consequent value of these senior 
securities. 

Yours very truly, 

ASSOCIATED SIMMONS HARDWARE 

COMPANIES 
Wallace D. Simmons, 
Edward H. Simmons, 
George W. Simmons, 
Lewis S. Haslam, 
Roy H. Goddard. 


Trustees. 


Worthington Radio Catalog 


The Geo. Worthington Co., Cleveland, 
which recently began to handle radio 
equipment, has issued a forty page 
illustrated catalog devoted entirely to 
this line of equipment. All apparatus 
required for radio insulations is listed 
in the catalog and several pages are 
devoted to suggestions to amateurs 
including various detailed instructions 
regarding the insulation of radio equip- 
ment. The catalog also contains a 
handy dictionary of all the commonly 
used radio terms. 
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Crounse Says Trade Commission Champions 
Price Cutters 


Refuses “Trade Practice Submittal” to Limit “Ruinous” 


Slashing —Fordney, Head of Ways and Means Com- 


WASHINGTON, July 10, 1922. 


HE Federal Trade Commission 

has come out into the open as 

the champion and defender of 

the price cutters. The members of the 

commission will probably deny this 

statement but the proof is over- 
whelming. 

Not only does the commission con- 
tinue to issue complaints against cor- 
porations, partnerships, and individ- 
uals who seek by any device to main- 
tain reasonable resale prices of their 
products but recently, after the fullest 
possible consideration, it has refused to 
take jurisdiction of a glaring case of 
ruinous price cutting involving “unfair 
competition” of the most injurious kind 
and has even declined to summon a so- 
called “trade practice submittal” con- 
ference for the purpose of determining 
the practicability of keeping price cut- 
ting within reasonable bounds through 
the adoption by the affected trade of a 
standard of ethics to which all its 
members might subscribe. 


Bad News for Business 


This is certainly bad news for the 
manufacturers and merchants of the 
country, dealing as it does a crushing 
blow to the hope that the commission 
might prove a constructive force in 
the development of ethieal trade stand- 


mittee to Quit Congress 


By W. L. CROUNSE 


ards and not merely a governmental 
agency of demoralization and ruin. 

A sinister aspect of the matter is 
the fact that the commission totally 
ignores the repeated declarations of the 
United States Supreme Court to the 
effect that a manufacturer or mer- 
chant may refuse to sell his goods for 
any reason that appeals to his judg- 
ment or for no reason and has justified 
such price maintenance systems as the 
so-called Colgate plan which, whatever 
its details may be, certainly involves 
the basic principle of price-fixing by 
the manufacturer and refusal to sell 
to dealers who fail or decline to main- 
tain price scales. 

It must be freely conceded that by 
its decision in the Beech Nut Packing 
Company case the court has declared 
that the manufacturer may not adopt 
a price maintenance system so elabo- 
rate and comprehensive as to amount 
to an actual restraint of trade. In the 
Beech Nut case it was alleged, for ex- 
ample, that the manufacturer refused 
to sell department stores, mail order 
houses, chain stores and other classes 
of retailing establishments and em- 
ployed an intricate system of book- 
keeping and a furce of traveling men 
whose chief function it was to maintain 
the company’s price scales. 

But giving due consideration to 


every word of the Supreme Court’s 
opinion in the Beech Nut case it is 
apparent that the doctrine laid down 
in the Colgate case is still sound law 
and that the right to refuse to sell 
price cutters has not been abridged in 
any way. * 

The Federal Trade Commission, how- 
ever, as the result of the issuance of 
a long series of complaints against con- 
cerns attempting to maintain resale 
prices has eliminated -practically every 
method by which retail merchants may 
be induced or persuaded to observe 
price scales. 

When the first of these important 
cases was presented to the Supreme 
Court or considered by the commission, 
the most experienced lawyers were of 
the opinion that the only practise de- 
nounced by the law, either common or 
statutory, was that of making con- 
tracts with jobbers and retailers for 
the maintenance of resale prices. Such 
contracts having long been abandoned,. 
the commission has since driven the 
producers of identified merchandise 
from pillar to post until to-day a com- 
bination of a score of Philadelphia 
lawyers would be unable to advise a 
manufacturer how far he might safely- 
go in an attempt to curb the most ruin- 
ous form of price cutting on his prod-- 
ucts. 
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For some months past the wholesale 
and retail tobacco trades have been 
seriously demoralized by the cutting 
of prices on cigarettes. Nationally ad- 
vertised brands have been slashed in 
unprecedented fashion until . retailers 
in all parts of the country have com- 
plained that there was absolutely no 
profit in handling these goods. 

A trade association with headquar- 
ters in New York sought to induce the 
Federal Trade Commission to initiate 
a proceeding that would result at least 
in the placing of a reasonable limita- 
tion on these ruinous practises, Joseph 
E. Davies, former chairman of the 
commission, presented the case with all 
the skill and ingenuity his long experi- 
ence could provide and unhesitatingly 
predicted that the commission would 
take the desired action. 

After devoting considerable time to 
the case, the commission formally re- 
fused to take jurisdiction of it and 
later rejected an application to make 
the price cutting of cigarettes the sub- 
ject of a trade practice submittal. 

But the commission did not stop here. 
Instead of extending aid to a great 
industry striving to put an end to an 
acknowledged abuse, the commission 
employed its agents in investigating the 
practises of certain manufacturers and 
dealers in the tobacco trade, and within 
the past few days has aggressively 
taken up the cudgel of the price cutters 
by filing complaints against  well- 
known producers who have made a 
most conscientious attempt to keep 
within the spirit and letter of the law 
while endeavoring to protect the dis- 
tributors of their goods in securing a 
living profit thereon. 


Carefully Guarded Complaint 


The most notable of these cases is a 
complaint just brought against Otto 
Eisenlohr & Brothers, Inc. of Phila- 
delphia. In this case the commission 
is careful not to allege a single act 
which heretofore has been denounced 
as illegal but bases its complaint upon 
vague allegations as to the general 
effect of the respondent’s policy. 

No charges are made that this con- 
cern had sought to control its dis- 
tributors by contract. No allegation 
is made that it has “threatened” retail 
dealers who cut the prices of its prod- 
ucts. 

In a nutshell the gravamen of the 
complaint is that Eisenlohr & Bros., 
“make it generally known that they 
desire retail dealers to sell their cigars 
in accordance with the manufacturers’ 
price scales.” The chief specification is 
as follows: 

“In the year 1921 respondent adopted 
and enforced, and still enforces, a sys- 
tem of fixing and maintaining certain 
specified standard prices at which the 
cigars manufactured by it shall be re- 
sold by retail dealers to the consuming 
public wherein respondent enlists and 
secures the active support and coopera- 
tion of wholesale and retail dealers 
who handle its products, and of other 
persons. Among other methods and 
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means of enforcing said system re- 
spondent does the following things. 


Details of Charges 


“(a) Makes it generally known to 
aforesaid dealers that it desires and 
requires retail dealers to sell its cigars 
at the prices fixed by it; 

“(b) Solicits and secures the active 
cooperation of all said dealers in the 
enforcement of said system, wherein 
said dealers are requested to, and do, 
report to respondent the names of other 
dealers who sell its cigars at prices less 
than those fixed by respondent; 

“(c) Brings pressure to bear upon 
dealers so reported, or who come to its 
notice otherwise, and who sell its cigars 
at prices Jess than those fixed by it, 
to thereafter maintain respondent’s 
said re-sale prices, and indicates to 
such dealers that unless they maintain 
said re-sale prices, respondent will re- 
fuse to further supply them with its 
cigars; 

“(d) Requires its salesmen to, and 
they do, bring pressure to bear .upon 
and endeavor to persuade dealers to 
maintain respondent’s re-sale prices, 
and indicate to dealers who sell its 
cigars at less than respondent’s said 
re-sale price that unless they cease so 
to do, respondent will refuse to further 
supply them with its cigars; 

“(e) Employs a special representa- 
tive to visit the trade and perform like 
duties on those required of its sales- 
men as set out Specification (d) ; 

“(f) And employs other equivalent 
cooperative means to accomplish the 
maintenance of prices fixed by it.” 
Merely Refused to Sell Price Cutters 

Perhaps the most definite specifica- 
tion in the complaint is the statement 
that through its salesmen “it endeavors 
to persuade dealers to maintain re- 
spondent’s re-sale prices” and “in- 
dicates to dealers who sell its cigars at 
less than respondent’s said re-sale 
prices that unless they cease so to do 
respondent will refuse to further sup- 
ply them with its cigars.” Yet if the 
contention described in this specifica- 
tion is not declared to be legitimate and 
legal by the United States Supreme 
Court in the Colgate case, then the 
Court’s opinion in that case is a mere 
scrap of paper. 

That Eisenlohr & Bros, do not in- 
tend to abandon their policy without a 
hard fight is clearly evidenced by the 
statement given out by the company in 
part as follows: 

“Acting within what we thought 
were our lawful rights, the Otto Eisen- 
lohr & Bros. Co., in order to provide a 
living profit for its distributors, both 
jobbers as well as retailers, and to pro- 
tect its brands from being used by 
price-cutters as price-cutting leaders, 
selling them at cost or below cost, and 
thus demoralizing the cigar trade, the 
company has been using every proper 
and honorable means to persuade the 
retail trade to refrain from cutting 
the prices on Cinco cigars to less than 
8 cents each or two for 15 cents, which 
would average less than the normal 
retailers’ margin of 25 per cent. 
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“As a result of our activities in that 
respect the Federal Trade Commis- 
sion has issued a complaint against the 
company seeking to enjoin it from con- 
tinuing its efforts to maintain the re- 
tail prices of its Cinco cigars, alleging 
that such practises constitute a viola- 
tion of the law. Needless to say that 
the Eisenlohr company always did and 
always will continue to live up to the 
law of the land. But it seems to us, 
and we are so advised by competent 
counsel, that we have acted within our 
lawful rights and surely for the best 
interests of our distributors, as wel! 
as of the trade in general in followiag 
the practice that we did. 

“These rights we shall defend in 
every proper way, for we feel that the 
law cannot be so unreasonable as to 
render the manufacturer of a valuable 
brand helpless, while the price of his 
product is being slashed, not only to the 
injury of his distributors, but to the 
demoralization of the whole trade. The 
right of a manufacturer to provide a 
living profit for his distributors must 
be stoutly defended.” 


Commission Assails Tobacco Jobbers 


But the commission never does 
things by halves. Contemporaneously 
with this attack upon the manufactur- 
ing branch of the cigar industry, the 
commission filed another complaint 
against the Wholesale Tobacco and 
Cigar Dealers’ Association of Phila- 
delphia, alleging unlawful practises 
having for their object the mainte- 
nance of re-sale prices. 

This complaint is especially signi- 
ficant in view of the fact that it ap- 
pears to be based upon information 
concerning steps taken by certain 
local wholesale tobacco associations to 
protect the trade against the ruinous 
price-cutting on cigarettes, relief from 
which was recently sought in Mr. 
Davies’ appeal for the commission’s 
help. ‘ 

A typical answer to the commission’s 
complaint has been made in this case 
by one of the respondent members of 
the Philadelphia association. In this 
answer it is admitted that upon one 
occasion the association sent out a sug- 
gestion to its members that the maxi- 
mum discount to the trade on cigarettes 
ought to be limited by the necessity of 
covering the jobbers’ overhead. It 
would seem that the respondent was 
guilty of the heinous offense of comply- 
ing with this suggestion for a short 
time but “finding a general practice 
among the wholesalers to increase this 
discount” the respondent was “forced 
to compete and meet conditions.” In 
concluding its answer the respondent 
says: 


Asks Commission to Cooperate 


“We presume the complaints refer 
entirely to the handling of cigarettes, 
which department of our business is 
conducted for the convenience of cus- 
tomers and for the purpose of holding 
our trade in imported, Tampa and do- 
mestic cigars. We do not seek business 
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on cigarettes, as the margin is so small 
it ceases to interest us. 

“We have, however, experienced in the 
handling of cigarettes a direct obstacle 
to trade by the ability alleged by our 
customers to purchase cigarettes at 
prices below the manufacturer’s price. 
It is reported to us that such pur- 
chases can be made from the excess 
stocks purporting to be held by the 
Government during the war. The re- 
straint of trade caused by this condi- 
tion is the only restraint or form of 
intimidation we have suffered from or 
experienced. 

“We respectfully pray your Honor- 
able Commission to remedy this evil 
and shall cheerfully cooperate with you 
in the endeavor to insure to the whole- 
saler a reasonable, living profit.” 

The commission has already an- 
swered this respectful prayer by re- 
fusing to take any steps whatever to 
remedy this glaring evil or to permit 
manufacturers or dealers to do so. 


Joe Fordney Quits Congress 

Joseph W. Fordney of Michigan, 
chairman of the House Ways and 
Means Committee, and high priest of 
protection, has notified the speaker of 
the House and the Governor of his 
State that he will soon retire to the 
classic shade of Saginaw, Mich., and 
that the halls of Congress shall know 
him no more. A statement of his rea- 
sons is characteristically frank and 
will appeal to veteran business men as 
well as to many of his older colleagues 
in Congress. 

“IT am sixty-nine years old,” he says, 
“and I have given the best part of my 
life to the service of my constituents 
in Congress. I have worked like a 
horse and I think I have earned an 
opportunity to take a little rest and 
get acquainted with my family.” 

Fordney has incurred considerable 
criticism—mostly from free traders— 
and some academic economists, who 
can make a success of everybody’s busi- 
ness but their own, will be glad to see 
him go. The rank and file of those who 
believe in protection will miss him, 
however, and the great majority of his 
colleagues in Congress, whether Repub- 
licans or Democrats, will miss his 
genial smile and rollicking good nature 
and will sincerely mourn his departure. 


Lively Speech on Tariff 


Fordney signalized the announce- 
ment of his intention to retire from 
the House by the delivery of a charac- 
teristic speech devoted chiefly to the 
metal schedule of the pending tariff 
bill in which he assailed the importers 
of German cutlery and other wares and 
defended the high rates which the 
Senate has applied 'to these goods. Mr. 
Fordney took as his text a letter re- 
ceived from Congressman John Q. Til- 
son of Connecticut who framed the 
metal schedule of the Fordney bill and 
who is now in Germany. 

Accompanying Tilson’s letter was an 
assortment of razors, pocket knives 
and scissors, purchased at first-class 
stores in German cities. Incidentally 
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Tilson sought to get at the truth con- 
cerning the allegations of many critics 
of the Fordney-McCumber tariff bill 
that wages in the German metal trades 
have advanced rapidly during the past 
six months and are actually nearing a 
parity with those paid in this country. 
In this connection Tilson’s letter says: 

“I visited the Pittsburgh region of 
Germany, which is around Dusseldorf, 
Essen, Solingen, etc. I made a careful 
inquiry as to the wages paid skilled 
mechanics in the metal trades. So- 
lingen is a typical manufacturing city, 
devoted largely to manufactures of 
metal. I found that the wages paid 
highly skilled mechanics range from 
950 to 1000 marks per week. On the 
last day I was in Solingen our dollar 
was worth just 300 marks. I found 
that mechanics in the metal and other 
trades receive 17 or 18 marks per 
hour.” 

It is interesting to observe that since 
Mr. Tilson’s letter was written the 
value of the mark has declined -until 
400 of them are required to equal the 
value of an American dollar. 


Those German Scissors Again 


In laying the Tilson samples before 
the House, Mr. Fordney said in part: 

“T have here two pairs of scissors. 
Mr. Tilson paid for the smaller pair at 
retail in Germany 17 cents and for the 
larger pair, 20 cents. My secretary a 
few days ago in this city purchased 
a pair which I think were made by the 
same firm and of a size between the 
two pairs I have here, paying $2.50 
for them. If this has not demonstrated 
the necessity of placing our duties on 
the American instead of on the foreign 
value of merchandise, I can think of 
nothing that would support that con- 
tention.” 

Similar comparisons were made by 
Mr. Fordney relative to the razors and 
pocket knives forwarded by Congress- 
man Tilson. He then took up a series 
of samples purchased in the United 
States, presumably by representatives 
of the Reynolds’ commission the for- 
eign cost of which, duty added, had 
been officially determined. 

“Here is a padlock,” he said. “If 
I could put one on some fellows at a 
certain point of their anatomy I would 
stop a lot of this hot air. This was 
made in Germany. Foreign cost, 19.6 
cents; charges for landing, 2.3 cents; 
duty rate, 20 per cent, or 3.9 cents; 
landed cost in the United States, 25.8 
cents; and the selling value in this 
country, $1. The margin between the 
foreign cost and the selling price here, 
410 per cent, and as between the landed 
cost and selling price, 288 per cent. 


Big Profit Here 


“Here is an egg cutter, made in Ger- 
many. Foreign cost, 6.4 cents. The 
landing charges, 0.64 cent; duty, 20 
per cent, or 1.28 cents; landed cost in 
the United States, 8.52 cents; and the 
retail price, 49 cents. The margin be- 
tween the foreign value and the sell- 
ing price is 665 per cent and between 
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the landed cost and selling price here 
486 per cent. 

“T have here a razor hone, made in 
Jugoslavia. Foreign cost, 18.7 cents; 
charges for landing, 2.1 cents; rate of 
duty, free; landed cost, 20.8 cents; and 
selling price, $1. The spread between 
the foreign cost and the selling price 
is 4385 per cent and between the landed 
cost and selling price here 380 per 
cent.” 


Classic Drummers’ Tale Gets in Record 


Mr. Fordney then departed from the 
metal schedule and introduced a few 
articles known to the department 
stores as “ladies’ wear.” In view of 
the delicacy of this subject I will limit 
my reference to a verbatim quotation 
from that recognized journal of civili- 
zation and discrete family newspaper, 
the Congressional Record. The matter 
included in brackets represents the 
conscientious judgment of the official 
stenographer. The extract is as fol- 
lows: 

“Here is an article that I do not 
know just how to describe [holding up 
a lady’s nightgown], but I will do the 
best I can and leave it to you to judge 
what it is. It may be a gown, or it 
may not be. I suppose you gentlemen 
would like it better if there was some- 
thing in it. I heard the story of one 
gentleman who returned to his hotel 
the other day and found a gown like 
this in a closet in his room, which had 
been placed there during his absence. 
[Laughter.] He called to the porter 
and said, ‘Porter, take this away; fill it 
and bring it back.’ [Laughter.] That 
article was made in Belgium, and the 
foreign or invoice value was $13.34; 
landing charges, 35 cents; duty, 60 per 
cent, or $8; landed cost in the United 
States, duty and all other charges paid 
$21.69. The price at which it was 
sold to us—and here is the bill—is $60. 
It is well worth the money, boys, if 
filled. [Laughter.]” 

Is it any wonder everybody in the 
House is filled with gloom at Joe Ford- 
ney’s decision to retire? 


Monarch Metal Riedaie Co. 
Booklet 


Monarch Metal Products Co., 5020 
Penrose Street, St. Louis, Mo., are cir- 
culating a special publication of “Mon- 
arch Hardware Detail” devoted to 
Monarch casement hardware. This 
publication was submitted to the com- 
mittee on structural service of the 
American Institute of Architects, and 
embodies the changes suggested by that 
group. 


Gould & Cutler Catalog 


The Gould & Cutler Corp., 45 Sud 
bury Street, Boston, has issued a new 
loose leaf, hinged-cover catalog of sev- 
enty pages. The catalog is divided 
into three sections—paint, sundries and 
brushes. Its posts, acting as binders, 
are expanded to allow the retail hard- 
ware dealer to use note sheets and ad- 
ditional price lists. 
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NEW YORK 


Pick-Up | yer sperne during the past week in the 

local wholesale market felt the effects 
of the holiday, and was, in comparison, 
noticeably slow. The majority of jobbers, 
however, in this territory say that pick-up 
business at the present time is remarkably good. Most 
of the pick-up demand is for staple articles and tools. 
Price tendencies are stiffening. 


Business 
Active 


NE of the reasons attributed by local 

jobbers to the falling off in the volume 
of business during the past two weeks is 
the fact that weather conditions have been 
very unfavorable. Excessive rain has 
hampered sales, especially in seasonable lines. Suburban 
and rural retailers particularly have felt the effects of the 
rainy weather. 


Business 
and 
W eather 


O delay or suspension of any kind has 

been reported in the movement of 
freight, in or out of New York, as a result 
of the shopmen’s strike called July 1. Job- 
bers report that incoming shipments have 
been promptly received, and that they have experienced 
no difficulties whatsoever. In the opinion of railroad exec- 
utives the strike has been unsuccessful, and is at present 
“to all intents and purposes broken.” According to the 
Car Service Division of the American Railway Associa- 
tion, loadings of revenue freight were 877,856 cars dur- 
ing the week ending June 24, an increase of 17,084 over 
the preceding week. 


Railroad 
Strike 
Inef fective 


bi OGER BATCHELDER, in the Evening 

A Beihop R World, quotes the views of a bell-hop 

on in one of the large New York hotels as evi- 
Prosperity dence that business is reviving. 

“It’s not only the tips,’ the bell-hop is 
reported by Mr. Batchelder to have said, “for those are 
the same throughout the year, but the men, when I am 
taking their baggage to the rooms, usually talk business 
in the elevators. ; as 

“A year ago they used to talk about the poorhouse; 
six months ago they had a chance to escape it, and now 
they are bragging about the orders which they recently 
got, or expect to get.” 


A BOUT the only lines in which shortages 

were reported during the past week by 
local jobbers were machine screw products, 
lawn mowers and brass wood screws. There 
has been some talk in the trade recently about possible 
shortages in seasonable autumn and early winter goods. 
Investigation has failed to bring to light any tangible 
reason to substantiate rumors of shortages this fall. 
While jobbers believe there will be no over supply of mer- 
chandise in the market this fall, they strongly advise re- 
tailers to give salesmen some intimation of what their 
requirements will be in order to facilitate an active fall 
business. 


Local 
Shortages 


ENERALLY speaking, collections are 

reported to be “fair.” Specifically, 
however, statistics furnished by some of 
the leading jobbers show that collections during June, 
this year, fell from 3 to 5 per cent below collections for 
, June, 1921. 


Collections 


Axes.—Little interest was reported 
curing the past week for these articles. 
Prices are firm and stocks ample. 


Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 Ib., 
$13.25 per doz. net; 3% to 4% Ib., $13.75 
per doz, net; 4 to 5 Ib., $14.25 per doz. net; 
4% to 5% Ib., $14.75 per doz. net; 514 Ib. 
solid, $15.50 per doz. net. 

Flint edge Rockaway pattern axes, 3 to 4 
Ib., $15.25 per doz. net; 3% to 4% Ib., 
$15.75 per doz. net; 4 to 5 Ib., $16.25 per 
doz. net. 

Connecticut pattern axes, 3 to 3% Ib., $15 
per doz. net; 3% to 4 Ib., $15.50 per doz. 
net; 4 to 5 lb., $16 per doz: net. 


Bolts and Nuts.—Consistent interest 
is being maintained for these articles. 
No shortages in any sizes were re- 
ported last week. Prices are steady. 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, 4 in., 16c. per lb.; 5/16 in., 
15c. per lb.; % in., 13c. per Ib.; 7/16 in., 
12c. per lb.; % in., 1le. per lb.; % in., 10¢. 
per Ilb.; % in., 9c. per Ib. 

Common carriage bolts, % x 6 in. and 
smaller, 40 and 10 per cent to 40 per cent; 
larger and thicker, 40 and 10 per cent to 40 
per cent. 

Machine bolts, % x 4 and smaller, 50 and 
19 to 50 per cent off; longer and thicker, 
50 and 10 to 50 per cent. 


Lag screws, 50 to 50 and 10 per cent. 

Semi-finishéd hexagon bolts, 9/16 and 
smaller, 70 per cent; larger and thicker, 65 
per cent. 

Tinners’ rivets, 50 and 10 per cent. 

Hexagon machine screw nuts, iron, 45 per 
cent, brass 4/32 x 14/20, 75 per cent from 
new list. 

Toggle bolts, steel bright finish, 75 per 


cent. 
Stove bolts, 75 and 10 to 80 and 10 per 


cent. 
Iron rivets, 50 and 10 per cent. Solid 
copper rivets, 40 per cent. 
Lock washers, 3/16 to % in., 70 and 10 
per cent; 9/16 to % in., 60 per cent; 11/16 
to 1 in., 40 per cent. 


Canning Supplies—A fairly active 
amount of pick-up business was reported 
to have been done last week in this line. 
Prices are firm and local jobbers’ stocks 
are said to be ample to meet all current 
demands. 


Jobbers’ quotations, f.o.b. New York: 

Extension fruit and jelly strainers, No. 0, 
$1.25 per doz.; No. 2, $2.50 per doz.; No. 3, 
$3.25 ,er doz. Canning racks, $5.50 per 
doz.; Good Luck jar rings, 80c. per gross; 
Good Luck mason jar rubbers, 75c. per 
gross, in 12 gross lots. 

Berry hullers, 35c. per doz.; fruit jar 
wrenches, 85c. per doz.; stainless’ steel 
knives, $2.75 per doz.; apple parers, $14.50 
per doz. 


Preserving kettles, aluminum, ranging 
from 2%-qt. to 17-qt. in size, are quoted 
from $8.40 to $34.44. Covers for same are 
quoted from $2.40 to $6. 

Cider Presses.—Increased interest is 
reported for these articles. Prices are 
firm and stocks “moderately good.” 

Jobbers’ quotations, f.o.b. New York: | 

Cider Presses.—8% x 10 in. tub, 1 in. 
screw, weight 50 Ib., $6.25 each; 19% x 12 
in. tub, 1% in. screw, weight 70 Ib., $7.35 
each: 11% x 12 in. tub, 1% in. screw, 
weight 90 Ib., $9.45 each; 13 x 14 in. tub, 
1% in. screw, weight 125 Ib., $12.25 each; 
berry crusher, weight 20 lb., $6.15 each. 

Crab Traps and Nets.—Active inter- 
est is reported for these items. Pick-up 
business was particularly strong last 
week. Prices are firm and stocks fair. 

Jobbers’ quotations, f.o.b. New York 

Crab traps, regulation size, $3 to $8 per 
doz.; long handle crzn nets, $3.50 per doz. 

Galvanized Pails.—A large number 
of small orders feature this line. 
Stocks are said to be adequate and 
prices stiff. 


Jobbers’ quotations, f.o.b. New York 
Light galvanized pails, 8-qt., $2.15 per 
doz. ; 10-qt., $2.35 per doz.; 12-qt., $2.50 per 
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$3.45 


$3.35 per 
$4.60 per 


doz.: 14-qt., $2.85 per doz. ; 16-qt., per 


doz.’ 
Heavy galvanized pails, 12-qt., 
doz.; 14-qt., $3.75 per doz. ; 16-qt., 


doz. 

Ice Cream Freezers. — Although 
weather conditions have been unfavor- 
able, some of the local jobbers report 
that interest is beginning to show itself 
for these articles. Prices are firm and 
stocks good. 

Jobbers’ quotations, f.o.b. New York: 

Triple motion freezers, 1-qt., $2.43 net; 

Q-qt., $2.83 net: 3-qt., $3.87 net; 4-qt., $4.13 
net; 6-qt., $5.23 net. 
$2.67 to $3.33 net; 


Vacuum freezers, 1-qt., 
2-qt., $4 net; 4-qt., $6.67 net. 


Ice Tongs.—Demands during the past 
week were fair. Firm prices and bal- 
anced stocks are reported. 


Jobbers’ quotations, f.0.b. New York: 

Ice tongs, New York pattern, 11 in., $9 
to $11.40 per doz.; 14 in., $11.50 to $13 per 

: 17 in., $138.50 to $16. 20 per doz.; 15 
3oston pattern, $14.50; 17 in., $16. 50; 

2 , $18.60; 24 in., $21.60 per doz. Prices 
differ according to quality. 

Lanterns.—Only a small amount of 
business was reported during the past 
week in this line. Jobbers expect ac- 
tivity in the fall. Prices are steady; 
stocks ample. 

Jobbers’ quotations, f.o.b. New York: 

Hy-Lo tin lanterns, $7.50 to $8 per doz. 
Victor tin lanterns, $8.25 per doz. Monarch 
tin lanterns, $8.25 per doz. Little Star 
tin lanterns, $8 per doz. O. K. tin lanterns, 
$9.25 per doz. Royal tin lanterns, $9.75 
per doz. Junior tin lanterns, $8.60 per doz. 
Junior brass lanterns, $15.75 per doz. No. 2 
Blizzard tin lanterns, $13 per doz. Same 
with brass fount and top, $19 per aoe. 
Large fount Blizzard lanterns, $14.2 
Little Wizard tin lanterns, $9.85. De- Lite 
tin lanterns, $13. Junior wagon lantern 
with bull’s eye —, $17.25. Roadster wagon 
lanterns, $18.2 Eureka driving lantern, 
with plain lens, $17.50. Watchmen’s mill 
lanterns, enamel finish, $22 per doz. Bliz- 
zard mill lantern, ename! finish, $31 per 
doz. Boy Scout lanterns, height over all 
7% in., fount capacity 10 hours, $6 per doz. 


Linseed Oil.—Firmness characterizes 
this market. Some authorities predict 
higher prices in the near future. Local 
stocks are reported to be “none too 
large.” 

Prices to dealers, f.o.b. New York: 

Linseed oil in lots of less than 5 bbl., 96c. 
per gal. In lots of 5 bbl. or more, 93c. per 
gal. Boiled oil is 2c. extra. Double boiled 
oil is 3c. extra, and oil in half bbl. is 5c. per 
gal. additional. 


Nails.—Buying is strong because of 
building activity. Stocks are reported 
to be fair. Prices are very firm. 


Jobbers’ guetations, f.o.b. New York: 
Wire nails, $3.35 base per keg. Cut nails, 
$3.90 base per keg. Coated nails, $3 to 
$3.15 base per keg. Wire nails and brads, 
in small lots, 75 to 10 per cent off list. 
Roofing nails, per 100 Ib., $6.55 for gal- 
_—- and $4.55 plain. This applies to 
x 12. 


Roofing Paper.—Interest is keen, 


prices firm, and stocks fair. 


Jobbers’ quotations, f.o.b. New York: 
Roofing paper, 35-lb. roll, 79¢. per roll; 
45-lb. roll, $1.30 per roll; 58-Ib, roll, $1.70 


per roll. 

Hard felt, 60-lb. standard roll, $1.40 per 
roll; red sheathing paper, 36 in. wide, 500 
in a roll; 25-Ib. roll, 65c. per roll, 


sq. ft 
and 30-Ib. roll, 80c. per roll. 


Rope and Twine.—The local 
market is somewhat sluggish. 
are steady and stocks ample. 


Jobbers’ quotations, f.o.b. New York: 
Manila rope, No. 1 grade, 18c. to 19% 
per lb, He raware grade, 16c. per lb. Sisal, 
No. 1 grade, 15c. per Ib. ; sisal, No. 2 grade, 

18¢. per Ib. Bolt rope, 2c. per Ib. 

Lath yarn, 13c. to 15c. “per lb. Jute wrap- 
ping twine, 20%c. to 25%c. per Ib. India 
hemp twine, No. 6, 16c. to 18¢. per Ib. 


Sash Cord.—Interest is reported to 


rope 
Prices 
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be fairly active. Price advances are 
expected by some of the local jobbers. 
Jobbers’ quotations, f.o.b. New York: 
Prices on sash cord vary according to 
quality and brands. The average quotation 
in the local market for the highest grade is 
from 35c. to 37%4c. base per Ib. 
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Hardware Prices Stiffening 


Price changes were reported from 
many of the principal jobbing centers. 
Higher prices became effective on such 
items as steel sheets, steel washers, 
rivets, sash weights, bolts and nuts, 
wood screws, railroad spikes and har- 
ness leather. Reductions were made by 
some manufacturers on automobile 
tires, woven wire fence and weed tire 
chains. Buying on the part of retailers 
throughout the country is active. Or- 
ders to jobbers are said to be numerous, 
although the quantity of goods ordered 
is small. 

New York.—Pick-up business in this 
vicinity is remarkably good, although 
it is confined principally to staple arti- 
cles and tools. Bad weather has ham- 
pered sales of seasonable goods. Price 
tendencies are firm and collections fair. 

New England. — Rainy weather and 
the Fourth of July holiday slackened 
business during the past week. Mill, 
shelf and heavy hardware are not as 
active as they were. Radio supplies 
are in good demand. Prices show ad- 
vancing tendencies. 

Chicago.—The really dominant fac- 
tor in this market is the continued high 
cost conditions. Coal and labor are 
scarce and high. Shortages are also 
reported in some of the hardware 
staples. Collections are satisfactory 
and price tendencies in the hardware 
market are upward. 

Cleveland.—Rural sales are very 
good. Building activities are increas- 
ing. Hardware staples are in good de- 
mand and prices show upward tenden- 
cies. 

Minneapo’is.— Hardware sales_ in 
general continue to be of good volume 
and there has been no appreciable let 
up in the demand. There are evidences 
of further price advances being made. 

Pittsburgh.—The coal strike has not 
seriously hampered iron and_ steel 
plants in this vicinity. Hardware sales 
are fairly active and prices point up- 
ward. 
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Screws.—Little difference was noticed 
during the past week in the buying of 
screws as a result of the price changes 
which became effective June 24. A good 
steady demand prevails, and stocks are 
reported to be in fairly good condition 
with the single exception of brass wood 
screws, which are said to be scarce. 
quotations, f.o.b. New York: 
iron bright, flat head, 80 
and 5 per cent; same with round and oval 
head, 77% and 5 per cent; iron blued, flat 
head (add 5 per cent to net amount of in- 
voice), 80 and 5 per cent; iron blued, 
round head, 77% and 5 per cent; brass, flat 
head, 75 and 5 per cent; brass, round and 
oval head, 72% and 5 per cent. 

Rolled thread machine screws, store, fron, 


Jobbers’ 
Wood screws, 


79 
No. 3, 


flat and round, No. 2 and 60-10-10 
per cent; No. 4 and larger, 70-10-5 per cent; 
fillister, No. 2 and No. 3, 55-10-5 per cent; 
No. 4 and larger, 60-10-10 per cent. Brass, 
flat and round, No. 2 and No. 3, 55-10-5 per 
cent; No. 4 and larger, 60-10- io per cent; 
fillister, No. 2 and No. 3, 50-10 per cent; 
No. 4 and larger, 55-10-5 per cent. 

Cap screws, 75 and 10 per 
screws, 80 per cent. 

Shovels——The demand is active for 
fourth grade long handle _ shovels. 
Stocks are sufficient and prices steady. 

Jobbers’ quotations, f.o.b. New York: 

Fourth grade long handle shovels, round 
and square point, $11 per doz. 

Steel Barrows.—The fairly active de- 
mand that started several weeks ago as 
a result of building operations is being 
maintained, according to local jobbers. 
Stocks are said to be fair and prices 
firm. 

Jobbers’ quotations, f.o.b. New York: 

Stee] contractors’ barrows, with wooden 
frame, 3 cu. ft. capacity, $63.75 per doz. 
Concrete barrows, steel tray with wooden 
handles, 3! cu. ft. capacity, $84 per cos 
Tubular steel barrow, 3 cu. ft. capacity, 
$102 per doz.; 4% cu. ft. capacity. $111 per 
doz.; 6 cu. ft. capacity, $154 per doz. 

Stove Pipe.—There is little current 
demand, but jobbers anticipate good 
business this fall. Price tendencies are 
said to be somewhat “bullish.” 

Jobbers’ quotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage, 12 
lengths in a bundle, 4-in., $1.60 per doz. 
lengths net; 4% in., $1.75 per doz. lengths 
net; 5 in., $1.95 per doz. lengths net; 514 
in, $2.: 25 per doz. lengths net; 6 in., $2.50 
per doz. lengths net. 


Wire Goods.—It is believed that the 
peak of the demand for these goods has 
been passed for this season. There is 
still, however, a large amount of pick- 
up business being done. Prices are 
firm, and stocks are said to be adequate. 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent; from 
New York stock, 45 to 50 per cent. Poultry 
netting, galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, 
stock, $4.50 to $5 per 100 sq. ft. 


Window Glass.—The demand for the 
cheaper grades is very active. Plate 
glass is still scarce. Prices are firm. 
New York: 


cent; set 


New York 


Jobbers’ quotations, f.o.b. 

A single, 84 per cent; B single, 86 per 
cent; A double, 85 per cent: B double, 88 
per cent. List of March 1, 1913. 

P. S.—The American Chain Co., 
Bridgeport, Conn., has made a 10 per 
cent price reduction on its regular 
Weed tire chains, effective July 1. In 
1920 the prices of Weed tire chains 
were reduced, it is said, to pre-war 
level, and the present reduction is 
said to be the lowest at which Weed 
chains have ever been sold. 

The National Lead a (Atlantic 
Branch), 111 Broadway, New York City, 
has issued an announcement to the trade 
in which it is stated that, until Nov. 
30, 1922, should the company reduce 
prices below the present card, it will 
protect customers against loss by reason 
of such reduction on white lead in oil, 
red lead in oil, dry white lead, red lead 
and litharge, all in kegs only, bought on 
or after June 28, 1922, and remaining 
unsold in the dealer’s stock at the time 
of reduction. Claim for such protec- 
tion, it is stated, must be made within 
30 days after reduction may be announc- 
ed by the company. 


Inc., 
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QO*: half of the year has passed 
and the reviews of business dur- 
ing that period are very satis- 
factory regardless of the many things 
which have arisen to check progress. 
The gain has been good despite the 
drawbacks. The advance has been dis- 
tinct. Most of the gain is to be found 
in the second quarter when things took 
a decided turn for the better. Many 
interests will be more active this sum- 
mer than was anticipated and it is be- 
lieved there will be fewer shut downs 
than is usual in the summer months. 

The frequent reports of labor short- 
ages continue to come in. While there 
is idleness in some quarters there is a 
very brisk demand for labor in this sec- 
tion. Mills are slowly obtaining extra 
working people and the steel mills par- 
ticularly are very busy. There are few 
reports of competitive bidding for 
labor. The present strikes will have a 
tendency to retard the splendid ad- 
vancement. It was estimated that 
100,000 rail employees were out in the 
Chicago district. The coal situation 
seems to be clearing and it is hoped 
that final settlements are not far off. 
The rail strike was not as general as 
expected but may seriously inconve- 
nience the roads before it is settled. 

The really dominant factor in this 
market is the continued high cost con- 
ditions. Coal is being obtained at top 
prices and outlying districts report 
much higher prices and in some in- 
stances shortages. The coal strike set- 
tlement is expected to mean an advance 
in the wages of non-union miners. This 
with the labor scarcity at the steel 
plants, points to advances in labor costs. 
There seems to be no cessation in the 
letting of fabricated steel orders. June 
awards were greater than May. Rail- 
roads have also continued their heavy 
buying programs. 

This is vacation time and the retail 
trade has been experiencing some inter- 
esting business, especially where vaca- 
tion goods were pushed. Due to build- 
ing activities and the general increase 
in buying, the retailers of the country 
have not yet felt the usual slack sum- 
mer period. The general tone is most 
satisfactory. One firm shipped a train 
load of washing machines to the Pacific 
coast, valued at $300,000, and there are 
other numerous instances that tend to 
show production is getting to a high 
level. 

Building operations continue to ad- 
vance in this territory. During the 
month of May, the Citizens’ Committee 
to Enforce the Landis Award announced 
over $27,000,000 in building permits 
were taken out against $3,000,000 for 
the same month last year. June figures 
will reach over $30,000,000. 

There seems to be no question about 
higher prices going to be asked, es- 
pecially on steel products. The market 
has been very firm and increases have 
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been noted from time to time and more 
are expected shortly. There is still a 
scarcity of some lines on which the de- 
mand has been more than was antici- 
pated, especially seasonable merchan- 
dise. 

Collections are satisfactory. 

Ammunition. — Ammunition future 
orders are being shipped now. Ammu- 
nition factories report a surplus of 
orders which were held back until the 
reduced freight rates became effective 
July 1. Dealers should order now to 
insure delivery at the opening of the 
shooting season. 

Automobile Accessories.—Recent fa- 
vorable automobile weather has _ in- 
creased the already good sales. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, $2.25 each; twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each; doz. lots each, 
$1.60; Weed chains, single lots, 25 per cent 
discount; doz lots, 33% per cent discount; 
gray inner tubes, 30 x 3%, $1.35 each; red 
inner tubes, 30 x 3%, $1.90 each; Bethle- 
hem spark plugs, 36c. each; Bethlehem 
spark plug, mica type, 60c. each; Bethle- 
hem spark plug, standard porcelain type, 
58c.; Splitdorf plugs, 58c. each; lots of 100, 
56c. each; Splitdorf plugs, special for 
Fords, 50c. each; lots of 100, 48c. each; 
Champion X plugs, 45c. each; lots of 100, 
43c. each; Champion 0 plugs, 53c. each; 
lots of 100, 50c. each; Hercules Giant, 60c. 
each; Hercules Junior, 35¢c. each. 


Axes.—Orders for fall delivery are 
continuing in fair volume. Prices were 
recently reduced, but are not yet con- 
sidered low—and “leaders” still com- 
mand most of the sales. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 lb., $10.50 doz. base; 
double bitted, $15.50 doz. base; good qual- 
ity black unhandled axes, same _ weight, 
single bitted, $9.50 doz. base; single bitted 
handled axes, $11.25 to $18.50 per doz. ac- 
cording to quality and to grade of handle. 

Bicycles and Tires.—Sales are still 
considered slow. The sale of sundries 
is good. 

Binder Twine.—Prices seem steady, 
and demand is considered fair. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sisal and standard, 10c. per Ib. ; 
standard manila, llc. per lb.; 600 ft. ma- 
nila, 12c. per lb.; 650 ft. manila, 12%c. per 
Ib.; pure manila, 13c. per Ib. 

Bolts and Nuts—No further ad- 
vances this week in the local market. 
Prices on stove bolts have advanced. 

We quote from jobbers’ stocks,’ f.o.b. 
Chicago: Large carriage bolts, 50-5 per 
cent off list; small carriage bolts, 60 per 
cent off list; large sized machine bolts, 50- 
10-5 per cent off list; small sized machine 
bolts, 60-10 per cent off list; all stove 
bolts, 75-10 per cent off list; all lag screws, 
60 per cent off list. 

Builders’ Hardware.—Factories are 
all behind with orders and report busi- 
ness coming in excess of their capacity. 
Prices are firm and there is talk of ad- 
vances in various lines. 

Chains.—Sales have been very active 
on all weldless types of light chains. 
Factories report themselves very busy, 
with prices too low for a profit at 


to-day’s costs. 

We quote from jobbers, stocks, f.o.b. 
Chicago: %-in. proof coil chains, $8 per 100 
Ib.; weldless coil chains, 50-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz. 

Cider—Fruit Presses——Orders are 


coming in and the enormous fruit and 
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vegetable crop indicates more than 
usual demand. Factories expect to be 
crowded to fill orders. 


Copper Rivets and Burrs.—Prices 
are strong and demand unusually good. 
These goods are selling close to pre- 
war basis and are due to advance. 


We quote from jobbers, stocks, 
Chicago: Copper rivets and burrs, 50 
cent discount. 

Eaves Trough and Conductor Pipe.— 
Deliveries from some factories are 
slow, indicating a large demand, but 
local orders are being filled promptly 
and completely. Higher prices are ex- 
pected. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5-in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage, 3-in. 
corrugated conductor pipe, $4.50 per 100 

.;  8-in. corrugated conductor’ elbows, 
$1.36 per dozen. 

Files.—Sales are 
and prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 

Galvanized Ware.—Continued heavy 
orders of galvanized ware are being re- 
ceived. All extreme prices have been 
withdrawn by manufacturers. 


Glass and Putty.—Sales are improv- 
ing with prospects for greater in- 
creases in demand with the approach 
of late summer and early fall. 


We quote from jobbers’ stocks, 
Chicago: Single strength and _ single 
strength B, up to 25-in. bracket, 86 per 
cent off. Single strength A and _ single 
strength B, over 25-in. bracket, 85 per cent 
off. Double strength A, all brackets, 85 per 
cent off. Double.strength B, all brackets, 
87 per cent off. Putty in 100-Ib. kits, $3.65; 
commercial putty, $3.60; glaziers’ points 
Nos. 1, 2 and 3, one doz. packages, 65c. 

Hammers.—A_ good demand _ con- 
tinues for all grades, with no price 
changes. Many items of hammers are 
selling below their true value, and 
“bargain” offers should be taken. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 

Hatchets.—The demand is steadily 
better and is especially good on the 
popular priced goods. No recent 
changes in prices have been noted. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Size 2, extra quality, broad 
hatchets, $16 per doz.; competitive grade, 
$12 doz.; warranted shingling hatchets, $12 
doz. ; competitive forged shingling hatchets, 
$8 doz. 

Hickory Handles.—Prices on _ this 
market are exceptionally favorable, 
which insures continuance of the un- 
usually good demand. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
second growth white hickory, $4.50 doz.; 
No. 1 hatchet and hammer handles, 8c. 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 

Hose.—Sales slightly lighter than 
they were two or three weeks ago and 
stocks are in fair condition. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. molded reel hose, good 
quality, 13%c.; %-in. 3-ply good quality 
duck hose, 13%c.; %-in 4-ply good quality 
tose hose, 16c.; %-in. 5-ply multiple hose, 

c. 


f.o.b, 
per 


considered good 


f.o.b. 
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Ice Cream Freezers.—Sales are in- 
creasing and factories are falling be- 
hind on shipments. 

We quote from jobbers’ stocks, f.o.b. 
rey WwW hite Mountain, 1 qt., $2.45 each; 
, $2.85 each; 3 quart., $3.45 each ; 4 qt., 
$418 each; 6 at., $5.25 each ; 8 qt., $6.75 
each; 10 at., $9 each; 12 qt., $10.80 each. 
Improved a 1 at., $1.90 each; 2 qt., 
$2.20 each; , $2.72 each; 4 qt., $3.40 
each; 6 qt., $4. qo "each; 8 qt., "$5. 55 each. 

Ice Skates—Dealers are sending in 
orders for fall delivery, remembering 
the difficulty they had last season in 
getting deliveries. There is an increase 
in sales on skating outfits for skates 
with shoes attached. 

We quote from jobbers’ stocks, 
Chicago: Key clamp rocker, men’s and 
boys’, bright finish, 70c. per pair; key 
clamp hockey, $1.03 per pair; half key 
clamp hockey, women’s and giris’, 96c. per 
pair; half key clamp hockey, women’s and 
girls, $1.26 per pair. 

Lawn Mowers and Grass Catchers.— 
There are still some sales, although the 
season is well advanced. Salesmen have 
not started to take future orders, as no 
prices have been announced. 


We quote from jobbers’ stocks, 
Chicago: 12-in., $5.20 each net; 14-in., 
$5.50 each net; 16-in., $5.85 each net; 18- 
in., $6.20 each net. Ball bearing lawn 
mowers, 4 blades, adjustable bearings, 8- 
in. drive wheel, finished in gold, aluminum 
and blue, 14-in., $7.50 each net; 16-in., 
$7.80 each net; 10%-in. raised open drive 
wheel, 4 tempered steel blades, reel 6-in. 
diameter, finished in aluminum, gold and 
green, red and gold striped, $9.50 each 
net; same, 16-in., $9.95 each net; same 18 
in., $10.45 each net; 20 in. $11.15 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16 in., $10.53 per doz. net. Same for 
mowers, 16 to 20-in., $13.13 per doz. nét. 


Nails.—Sales are very good. 

We quote from jobbers’ stocks, 
Chicago: Common wire nails, $3.10 per 
base. 

Oil Stoves.—Sales show a remark- 
able increase in this warm weather 
specialty. Dealers should keep up their 
displays. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $10.85 each; 
3-burner, less shelf, $14.25 each; 4-burner, 
less shelf, $18 each: 2 burner, shelf, $3.50 
each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 

Ornamental Fencing and Gates.— 
The demand for this line has been very 
heavy and factories are working to a 
large production although the season is 
now well advanced. 


We quote from jobbers’ stocks, f.0o.b. 
Chicago: Single space ornamental fence, 
wire; 30 in. high, $5.88 per 100 ft. ; 
$6.72; 42 in., $7.56. Double spacing 
ornamental fence, No. 9 wire, 30 in high, 
$8.40 a" 100 ft.; 36 in, $9.24; 42 in., 
10.08. Plain top galvanized Fates, 3 ar 

2.25 each; 3% ft., 2 
Fancy top galvanized gates, 5 ft. $2. 8 
each; 3% ft.; $2.95; 4 ft., $3.15. 

Paints and Oils.—Linseed oil ad- 
vanced. The market during the last 
few weeks has shown many fluctua- 
tions. Turpentine reduced 35 cents per 
gal., counteracting high increase last 
week, 


We quote from jobbers’ stock, f.o.b. Chi- 
cago: Raw linseed oil, 1 to 4 barrels, $1.09 
per gal.; boiled linseed oil, 1 to 4 barrels, 


f.0.b. 


f.o.b. 


f.o.b. 
keg 


2.50; 
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‘INCE last reports it has rained 


practically every day in most sec- 
tions of New England where retail 


is 
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$1.11 per gal.; raw linseed oil, 5 barrels or 
more, $1.07 per gal.; boiled linseed oil, 5 
barrels or more, $1.09 per gal., less 1 per 
cent ten days. Turpentine, $1.36 per gal. 
(in barrels); denatured alcohol in barrels, 
39c, per gal.; strictly pure white lead, 100 
Ib. kegs, 124%c. per Ib.; 50 Ib. kegs, 12%c. 
per lb.; dry paste in barrels, 6c. per ib.; 
pure white shellac, 4 lb. goods in gal. 
cans, $4.75 per gal.; pure orange shellac, 4 
Ib. goods in gallon cans, $4.25 per gal.; 
English venetian red, in barrels, $3.50 and 
$6.75 per cwt. 

Roller Skates.—The sales 
large, but there is a fair 
through the summer months. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 

Rope.—Sales are well above last sea- 
son and prices firm and unchanged. 
There have been slight advances in 
some of the fibre markets, and rope 
seems a safe buy for current needs. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rone, 
standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, l6c. to 16%c. per Ib. 
base; so-called hardware grade manila 
rope, 12%c. per lb.; No. 1 sisal rope, high- 
est quality slantend brands, 14\4c. to 15%4c. 
per lb. base; No. 2 sisal rope, standard 
brands, 13c. to 14e. per lb. base. 

Sash Cord.—Sales are good and local 
prices are now lower than some manu- 
facturers are quoting. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 7 sash cord, standard brands, 
$8.30 doz. hanks; No. 8 sash cord, standard 
Gane $9.75 doz. hanks. 

Sash Weights.—The volume of orders 
is ahead of the supply. Prices show a 
firmer tendency, with possible advances 
in sight. 

We quote from jobbers’ 
Chicago: Sash weights per ton, $35. 

Screen Doors.—Demand is starting 
to fall off as the season advances. 


We quote from jobbers stocks, f.o.b. 
a agg at Three panel -in. 2-ft. 6-in. 
6-ft. 6-in. plain doors, $18 40 per doz. 
samaee %-in, 2-ft. 6-in. x 6-ft. 6-in. 
doors, $20 per doz.; five panel, 1% 
6-in. x 6-ft. 6-in. plain doors, $31.65 
doz.; four panel, 1%-in. 2-ft. 6-in. x 6 
6-in. fancy doors, $29.76 per doz. 


Screws.—Manufacturers have made 
an advance in the price of screws and 
are also making a change in the list 
prices, advancing the lists on the 
smaller sizes and making a slight re- 
duction in the large sizes. Jobbers will 
probably follow along and advance their 
prices proportionately. The new lists 
will be announced later. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Plat head bright screws, 8244-20 
per cent off list; 80-20 
per cent off list; flat head brass, 7744-20 
per cent off list; round head brass, 75-20 
per cent off list; japanned, 75-20 per cent 


off list. 
Solder and Babbitt Metal.—Sales 


volume is good and market is still high, 


both on lead and tin. 

We quote from jobbers’ stocks, f.o.b. 
Chicago : Warranted 50-50 solder, $23 per 
100 lb.; medium 45-55 solder, $23 per 100 
Ib. ; tinners 40-60 solder, $21 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metal, $8.50 per 
100 Ib. 


are not 
demand 


stocks, f.o.b. 


round head blued, 


Sporting Goods.—Fishing tackle fac- 
tories are beginning to slow up on de- 


BOSTON 


hardware merchandising is carried on 
extensively. Added to the rain there 
has been just enough humidity to make 
the average person want to do just as 
little as possible except keep still. The 
rain and humidity, together with the 


8] 


liveries. There has been a steady de- 
mand for all kinds of camp equipment. 
Dealers find that it is profitable to carry 
in stock camp stoves, kits, camp grids, 
oars, oar locks, etc. Customers do not 
want to wait for camping equipment 
and dealers are beginning to realize 
that the way to get business is to carry 
the stock. Demand continues to keep 
up on croquet, baseball goods, tennis, 
golf supplies, hammocks, etc. 

Steel Goods.—The hay fork season 
has started in earnest, while sales of 
garden tools, such as hoes, rakes and 
spading forks show very good volume. 

Steel Sheets.—Mills are very busy 
and prices are strong, with a feeling 
that further advances will ensue. Good 
orders for stock sizes can obtain figures 
somewhat below the general market 
figures, which follow: 

We quote 
Chicago: 2% 
per 100 lb.; 
100 Ib. 

Stove Pipe and Elbows.—Shipments 
have commenced to the trade on the 
very record-breaking volume of future 
sales. Present prices are by some 
manufacturers reported as below cost 
and almost sure to advance later. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75; 30 gage, 
$9.60; 28 gage, $11.85; 26 gage, $14.30; 
6-in. elbows, 30 gage, $1.15; 28 gage, $1.30; 
26 gage, $1.55 per doz. 

Washing Machines.—Sales are im- 
proved and retailers are finding a good 
market. Special effort made by some 
dealers has brought surprisingly large 
sales. 


Wheel Barrows.—Sales are _ well 
ahead of last year, still quite active 
though, but the height of the season 
has passed. Prices are considered low. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; Angle leg contractors’ barrows, 
$5.50 each; Angle leg garden’ barrows, 
$450 each; Competitive steel tray barrows, 
$4 each. 

Wire Goods.—Business on 
these lines is very satisfactory. 

We quote from jobbers’ stocks, 
Chicago: No. 8 black annealed wire, 
per 100 lb.; galvanized barb wire, 
per 100 lb.; 12-mesh black painted 
cloth, $1.85 per 100 sq. ft.; poultry netting, 
56 per cent off: galvanized after weaving, 
51 per cent off; catch weight spool galvan- 
iz’ vattle wire. $3.75 ver 1,0 Ib.: Sv-rod 
spool galvanized hog wire, $3. 27 +e spool ; 
No. 8 galvanized plain wire, $3.35 per 
100 Ib. 


Wrenches.—Sales continue normal 
and the volume is considered good. 
Knife handle wrenches are advanced 10 
per cent. 

We quote from jobbers’ 
cago: Agricultural wrenches, 
cent; engineers’ wrenches, 40 
knife handles, 50-10 per cent 

Wringers.—Many dealers are push- 
ing this line along with washing ma- 
chines. Sales are good. Prevailing 
quotations are 50 cents off Lovell’s lists. 


from jobbers’ stocks, f.o.b. 
gage galvanized sheets, $5.45 
28 gage black sheets, $4.45 per 


all of 


Chi- 
per 
cent; 


stocks, f.o.b. 
60-10 
per 


holiday breaking into the week, re- 
sulted in quite a decided slowing up in 
most branches of the local wholesale 
hardware market. Toward the end of 
the week, however, reople apparently 
had gotten used to conditions and busi- 
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ness was catching its swing once more. 

In shelf hardware the slowing down 
has perhaps been more noticeable than 
in other branches, possibly because of 
the activity heretofore. Heavy hard- 
ware houses are optimistic regarding 
the outlook, although here one finds a 
tendency not to buy beyond third quar- 
ter requirements. Mill supply houses 
tell of some decrease in the retail end 
of the radio business, but continued ac- 
tivity in the radio manufacturing field, 
where twelve months’ deliveries are in 
order. What the mill supply houses 
lack in new radio business is offset in 
other directions. 

Big national developments apparent- 
ly have had no influence on the New 
England hardware market—the coal 
strike, the railroad strike and the re- 
duction in railroad employees’ wages 
are discussed remarkably little except 
in heavy hardware circles. 


Automobile Accessories. — Leading 
makes of automobile tires have been 
reduced about 24%, per cent. This 
change does not amount to a great deal, 
or do others reported on less standard 
lines handled in automobile accessories 
departments of retail hardware stores. 
In fact, the tendency among manufac- 
turers of standard accessories is to let 
up on price changes. This policy has 
created more confidence in this branch 
of the hardware market, and with busi- 
ness up to or exceeding that of last 
year at this time, the general situation 
is quite satisfactory. Registration of 
pleasure cars and commercial trucks 
throughout the New England States is 
breaking all previous high records, 
which is one of the best arguments we 
know of for the retail hardware dealer 
to make a little bigger effort to turn 
his accessories over more times than he 
did in 1921. 


Barrows.—In the closing days of 
June there was quite an improvement 
in the shipment of garden barrows out 
of Boston stocks, but so far this month 
the wholesale market has gone rather 
flat. One jobber says it would be easier 
to interest a retail hardware dealer in 
canoes just now than in garden bar- 
rows. 

We quote from Boston jobbers’ stocks: 

Garden Barrows.—Standard makes, good 
quality, No. 4, $5.50 each; No. 5, $6.10. 
From the factory, in lots of six or more, 
slightly reduced prices are named. 

Baseball Goods.—Leading makers of 
baseball bats are out with lists for next 
season, which show an average reduc- 
tion in prices of about 10 per cent, and 
are effective Aug. 1. Retail hardware 
dealers undoubtedly will find jobbing 
houses around earlier than usual for 
next season’s orders on this class of 
merchandise. The jobbers have been 
given to understand that the supply 
for next season will not be increased 
because of the inability of manufactur- 
ers to secure proper raw material] in 
time to season properly for the trade. 
The supply this season was none too 
plentiful. For these reasons the job- 
ber will doubtlessly endeavor to get 
his customers in under cover before the 
supply gives out. 
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ze quote from Boston jobbers’ stocks: 
Bats.—Louisville Sluggers, assorted de- 
signs, $16.20 per doz.; Junior Sluggers, as- 
sorted designs, $7.20; H&B branded, Pro- 
fessional League, $12; burnt oil finish, 
$10.80; —— of Field, taped, $7.20; Junior 
League, $3.60; Cracker-Jack, $2. 

Gloves.—Fielder’s gicves, $6 to $39 per 
dozen; catchers’ mits, $18 to $78 per dozen; 
first basemen’s mits, $24 to $30 per dozen. 

Blacksmith Supplies.—Sales of all 
kinds of blacksmiths’ supplies are on 
the increase. Jobbers are of the opin- 
ion that fewer retail hardware dealers 
are handling such supplies than were 
one or two years ago. Going business 
therefore shows greater expansion in 
the blacksmith field itself. There, 
nevertheless, are quite a few New Eng- 
land retail hardware interests doing a 
remarkably good business, and in such 
cases their sales are well in excess of 
1921. City teamsters and farmers un- 
doubtedly are giving more attention to 
the upkeep of equipment. During the 
war they were inclined to let things 
slide, makeshifts being in vogue then. 
It has taken some time to repair all 
damage done to wagons, etc., through 
the lack of proper attention in those 
strenuous days. 

We quote from Boston jobbers’ stocks: 

Anvils.—Standard makes, l6c. per lb. 

Axiles.—Square bed, drawn bed and one- 
piece, under 2%-in., lle. per lb.; square 
bed, drawn bed and one-piece, 2%- in. and 
3- ~—" 10c. per lb. coach bed axles, 11%c. 
per 

Springs.—Common wagon and carriage 
springs, 12c. per lb. base. 

Horseshoes.—_We quote from jobbers’ 
stocks: Standard makes in 100-lb. kegs to 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhode Island 
points, $7 per keg base. Base prices are 
for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is 
$6.75 per 100 lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, $11.50 per 
keg; track side weights, $11.75; toe weights, 
$10.25; steel shoes, $8.75; toe creased, $7.25; 
side wear, $9.25; calk ed, $9.25; extra light 
calked, $9.75 iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light driv- 
ing, $8.75; featherweights, $8. 75; all as- 
sorted shoes, 50c. per keg extra. 

Welded Toe Calks.—Dull, $2 per box; 
shasD, $2.25; blunt heel, $2.25; sharp heel, 


Nails.—Horseshoe, Reliance and Brighton, 

Crown and ader, No. $5.90 per keg; 
Yo. 6, $5.25; No. 7, $5.05; No. 8, $4.85; Nos. 
9, 10 and 11, $4.65. 

Bolts and Nuts.—Since the advance 
in prices, during the latter part of June, 
there has been a slow yet steady expan- 
sion in the movement of bolts and nuts 
out of stock. Contrasted with two and 
three years back daily shipments are 
smaller, but when comparison is made 
with last year and pre-war years, the 
showing is much more encouraging. 
Jobbers have good stocks, as a rule, 
sufficient, in fact, to carry them along 
for the next two or three months. No 
delays should be experienced in deliv- 
eries, therefore. Jobbers call the un- 
dertone of the market very strong. 

We quote from Boston jobbers’ stocks: 

Machine bolts with H P nuts, x 4-in., 
smaller and shorter cut threads, 50 eer cent 
discount; larger and longer, 45 per cent 
discount; with C T D nuts, 45 per cent 
discount; tap bolts, 10 per cent discount; 
add 10 per cent discount for hexagon heads; 
common carriage bolts, 45 per cent dis- 
count; Eagle carriage polts, 60 per cent 
discount; stove bolts, 75 per ‘cent discount; 
bolt ends, 50 per cent discount; tire bolts, 
50 per cent discount. 

Nuts, H P, all kinds, 2%c. off list; C P C 
and T, all kinds 2%c.; check nuts, le. off 
list; semi-finished hexagon nuts, 9/16-in. 
and smaller, 75 per cent discount; larger, 
65 and 10 per cent discount; finished case 
hardened nuts, 60 and 10 per cent discount; 
machine screws, nuts, iron, list; machine 
screws, nuts, brass, 25 per cent discount. 


July 18, 1922 


Bottles.—Vacuum bottles are going 
somewhat slowly at this time, say the 
jobbers. Retail stocks in a majority of 
cases are ample for nearby require- 
ments, which explains the inactivity 
of the wholesale market. 

We quote from Boston jobbers’ stocks: 

Bottles.—Thermos and Universal, brown, 
pints 75c. each; quarts $2.50; plain nickel, 
pints $2.75, quar ts $3.75; corrugated nickel, 
pints $2, quarts $3. Discounts, 25 and 10 
per cent, 

Clocks.—The market for clocks is in 
very fair shape and jobbers have ample 
stocks. The general clock business is 
good, all things considered, and condi- 
tions in other sections of the country 
must be similar because the New Eng- 
land clock makers are operating their 
plants on better schedules than they 
were only a few months back. 

We quote from Boston jobbers’ stocks: 

Western line.—American, small lots, 98c. 
each, dozen lots 95c., four dozen lots 92c.; 
Sleepmeter, small, $1.30, dozen $1.26, four 
dozen $1.22; Jack-o-lantern, small, $1.95, 
dozen $1.90, four dozen $1.85; Bunkie, geet. 
$1.79, dozen $1.75, four dozen $1.68; Bingo, 
veg $2.11, dozen $2.05, four dozen $1.99; 

Big Ben, small, $2.28, dozen $2.21, two dozen 
lots $2. 14; Baby Ben, small, $2. 28, dozen 
$2.21, two dozen $2. 14; Monitor, $3.25 each, 
ne 15 in dozen lots and $3.06 in two dozen 
ots. 

be ge niet line.—Royal, case lots, T5c. 
each, less than case lots, 80c. to 85c.; Call, 
small lots $1.30, case lots $1.23; Vigilant, 
small lots $1.36, case lots $1.29; Daybreak, 
small lots $1.74, case lots $1.65; Cyclone, 
small lots $2.33, case lots $2.21. 

Gilbert line.—Wood time clocks, dainty 
assortment (six clocks), $11.70 for six. 


Croquet Sets.—The iarket for cro- 
quet sets was moving along splendidly 
up to the last fortnight or so. Since 
then, however, weather conditions have 
been decidedly against the sale of such 
merchandise. Most everybody is car- 
rying light stocks and wholesale and 
retail houses expect to clean up well 
before the season actually closes. 

We quote from Boston ne stocks: 

ae ey Sets.— No. 0, 8 ball, $2 per set; 

B, 8 ball. $3; No. N, 8 ball, $4; No. 
ees 4 ball, $4.50. 

Cutlery.—According to the Boston 
jobbing trade sales of cutlery hold up 
remarkably well. In stainless steel ar- 
ticles are running well ahead of last 
year. Pocket knives, kitchen cutlery, 
table cutlery and the better kinds of 
scissors and shears appear most fre- 
quently on orders received by jobbers. 
It is difficult, they say, to create much 
enthusiasm among the retail trade in 
scissors and shear jobs. The trade evi- 
dently have settled down once more to 
the better class of merchandise, which 
in the long run is more satisfying to 
the general customer. Prices on stand- 
ard makes of cutlery apparently are 
very firm. A slight reduction on one 
line of tinned knives, forks and spoons 
and knife and fork sets is noted. 

We quote from Boston jobbers’ stocks: 

Carvers.—Landers, Frary & Clark line, 
ivory beef, $3 to $6 per set; ivory breakfast 
or game, $3 to $6; ivory bird, $2.20 to $3.50. 
Universal stag beef, $2.35 to $5.35; others 
as high as $16 per set; stag breakfast or 


game, $2.75 to $8.50; stag bird, $1.70 to 
30 38- Universal resistain, beef, $4.75 to 

‘. . 

Kitchen Knives.—Landers, Frary & Clark 
line, No. 190 A, $1 r doz.; No. 230, $1.60; 
No. 331, $2; No. 1034, 90c. Kitchen knife 
assortments, No. 333A, $2 pér doz. Cooks’ 
forks, No. 203, $3.25 per doz. Cooks’ knives 
No. 3191-3, $5 per doz. Kitchen slicers, 
vo. 2014, $4.75 per doz. Butchers’ knives, 
No. 6, $2.45 per doz.; No. 8, $3.70; No. 10, 
$5.75. Sticking knives, No. 200-6, $2.50 per 
doz. Boning knives, No. 200-5, $2.15 per 
doz. Skinning knives, No. 200- -4%%, $2 50 
per doz. 
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Paring Knives.—Universal resisting, No. 
2300A, $2 per doz.; No. 3250, $2.75 per doz. 

Scissors and Shears. — Heinish line, 
straight trimmers, japanned, No. 311, 5%- 
in., $11.80 per dozen; 6-in., $12.60; 6%-in., 
$13.40; T-in., $14.85; 8-in., $15.75; 8%-in. 
$16.55; 9-in., $10.75; 10-in., $2 
trimmers, nickeled, No. 312, 5%4-in., $14. 
per doz.; 6-in., $14.70; 6%4-in., $15.90; 7-in., 
$16.95; 7%4-in., $17.80; 8-in., $18.65; 8%4-in., 
319.70; 9-in., $23.35; 10-in., $28.85. Ladies’ 
scissors, japanned, No. 511, 4%4-in., $9.55 
per doz.; 5-in., $10.35; 5%-in., $10.65; 6-in., 
$11.30; 6%4-in., $12.10; 7-in., $12.75. Ladies’ 
nickeled, No. 5%, 4%-in., $11.65 
per doz.; 5-in., $12.10; 5!-in., $12.45; 6-in., 
$13.25; 6%-in., $14.20; 7-in., $14.85. Dis- 
count, 33% per cent. — : a 

Table Cutlery.—Universal line, No. V53, 
medium knives and forks, $5.35 per doz.; 
dessert knives and forks, $5. Nubian ivory 
knives and forks, medium, $4.65; dessert, 
$4.35. Individual steak knives, No. 212, $2: 
No. V712, $7. Solid steel knives with flat- 
ware forks, nickel plated, medium, No. 120, 
$13.80 per oss; No. 121, $14.40; No. 123, 
$14.40; No. 1241, $15.60; No. 1261, $15.60; 
No. 1281, $15.60. Grapefruit knives, No. 
245, $2 per doz.; No. 3450, $4. 

Electrical Goods.—Irons, disc stoves, 
grills and toasters are selling very well 
for this time of the year, according to 
jobbers. One local wholesale firm has 
tried out a new scheme of selling elec- 
trical appliances on time payments, the 
retailer getting the benefit of the busi- 
ness and the jobber carrying the credit 
load. So far the scheme has worked 
out remarkably well, and is largely re- 
sponsible for the general condition of 
the local market. The June wedding 
business in electrical goods was not as 
large as some retailers hoped, but at 
that it was quite satisfactory. Busi- 
ness with people maintaining summer 
homes is far in excess of that for 1921. 

We quote from Boston jobbers’ stocks: 

lrons.—Hot point, 30 per cent discount. 
Damanco, in lots of five or more, $3.35 
each; in lots of less than five, $3.50 each; 
Sheldon, $3.25 net each; Universal nickel 
plated, No. 901, $7.50 each; No. 902, $6.75; 
No. 905, $6.75; No. 708, $8.75; No. 9021, 
$6.50; No. 9023, $6.25; No. 9051, $8. Dis- 
count, 30 per cent; 12 pieces or more, 30-5 
per cent, 24 pieces or more, 30-71% per cent. 

Heaters.—Hotpoint, 30 per cent discount; 
Universal, No. 9952, sunburst type, $11.50 
list; discount, 30 per cent. 

Percolators.—Coffee, University, No. 9166, 
nickel, $22; copper, $23.50; silver, $26.50 
each; No. 9169, nickel, $24.50; copper, $26; 
silver, $29; No. 159, $2.50 each net. Dis- 
count, 30 per cent; 12 pieces or more, 50-5; 
24 pieces or more, 30-7% per cent. u 

Toasters.—Universal, nickel, No. 945, 
$7.50 each; No. 946, $6.75. Discount same 
as on other goods. Reverso, $5.75, net 
each; Star, $3.76 net each. 

Grills —Universal, nickel, No. 984, $12.50 
each; No. 982, $11.50. Discounts same as 
on other goods. 

Heat-Pads.—Universal, nickel, No. 9940, 
$10.75 each. Discount same as on other 


goods. 
Curling trons.—Universal, nickel, No. 
Discounts 


9901, $6.25 each; No. 99011, $6.75. 

Same as on other goods. 
Ranges.—Two burners, with grill and 
Discount, 30 per 


oven, No. 9688, $31.50. 
cent. 

Thermax Line.—Curling iron, $36 per 
doz.; household irons, $40; toasters, $40; 
heating pads. $40 and $60; percolator, $60; 
disc stove, $69; radiator, $72; grill, $80; 
waffle iron, $97. 

Files.—It has just developed that 
jobbers are experiencing a_ slowing 
down in deliveries of files by manufac- 
turers. This fact in itself has stimu- 
lated the outgo of files from local 
stocks, for the impression got abroad 
that files actually were selling better 
than realized, consequently jobbers 
have been making a bigger effort to 
further inérease business in this de- 
partment. Prices on both files and 
rasps are reported as firm and un- 
changed. 

We quote from Boston jobbers’ stocks: 


scissors, 
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Files.—Nicholson and Black Diamond, 60 
per cent discount; Great Western, Arcade, 
Kearney & Foote and American, 65, 10 and 
5 per cent discount; X. F., 12% per cent 
discount. 

Rasps.—Heller, 75 and 10 per cent dis- 
count; Superior. etc., 80 per cent discount; 
Stokes, 75 and 10 per cent discount. 

Fishing Rods.—One important manu- 
facturer of steel fishing rods is out 
with new price lists which show a re- 
duction of 10 per cent in prices. Local 
jobbing quotations have been revised 
accordingly. 

Garden Shears.—Both retail and 
wholesale turnovers in garden shears 
show some improvement, but business 
is a long way from active. From the 
jobbing viewpoint, at no time this sea- 
son will sales be up to normal. Retail- 
ers, however, will clean up fairly well. 


We quote from Boston jobbers’ stocks: 

Hedge Shears.—Mahogany handles, cop- 
per ferrule, blades not notched, No. 6, $1 
each; No. 7, 9, $1.55; 
No. 1, $1.65 

Grass Shears.—Popular makes, $3.12 to $9 
per dozen, according to quality. 

Sheep $hears.—True Vermonter brand, 
No. 015E, 54%-in., $10.50 per doz.; No. 057E, 
5%-in., $13 per doz. 

Pruning Shears.—Seymour, Smith line. 
No. 0, $4.50 per doz.; No. 23, $6; No. 21, $8; 
No. 30, $8; No. 65, $7.65; No. 40, $14.65; No. 
290, $23.35. French wheel shears, 8-in., $18 
per dozen; 9-in., $21. McKinney line, No. 
1, $36 per dozen in dozen lots; No. 2, $48. 


Grass Hooks.—Business is unmistak- 
ably better in this class of merchandise. 
Resale interests, who only a short time 
ago were pessimistic regarding grass 
hook prospects, are talking entirely dif- 
ferently to-day. Prices are firm and as 
heretofore. 


We quote from Boston jobbers’ stocks: 

Reliance, No. 70, $3 net per dozen; Lawn 
King, $6.50; Little Giant, $5.25; Little Giant, 
adjustable, $6; Little Giant, long handle, 
$8; Komet, $4. 


Hose.—It certainly has been no kind 
of weather to inspire sales of rubber 
hose, and the market has suffered quite 
a check. It is commonly felt, however, 
sufficient time remains for a large ton- 
nage of stock to ‘be turned over to ad- 
vantage. People who ought to know 
say there is little likelihood of lower 
prices just so long as raw cotton and 
crude rubber continue on their present 
selling basis. 

We quote from 


$1.25; No. notched, 


Boston jobbers’ stocks: 
Rubber hose, 5-ply, Pointer, %-in., 8'4c.; 
Leader, %-in., 9c.; %-in., 9%c.; Olympic 
(wire wound), %-in., 10c.; Good Luck, 
5g-in., 1le.; Vigo, 10c.; Milo, %-in., 12%c.; 
Bull Dog, T-ply, %-in., 14c. In 25-ft. 
lengths add %e. per foot to above prices. 

Iron and Steel.—Local jobbing prices 
on cold rolled steel have been marked 
up 20 cents per 100 Ib. to $3.50 for 
rounds and $4 for squares, hexagons 
and flats. Steel bands have been ad- 
vanced 25 cents to $3.75, and hoop steel 
as much to $4.25. Some jobbers have 
raised toe calk steel to $6, but others 
still maintain $5. The jobbing trade is 
quite bullish on the market, and talk 
of still further price adjustments is 
common. The demand for both iron 
and steel is slowly expanding and to- 
day is considerably in excess of that 
reported a month back. 


We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.601%4 per 100 Ib. base; 
best refined iron, $4.25: Wayne iron, $5.50; 
Norway iron, $6 to $6.50. 

Steel.—Soft steel bars, $2.60% per 100 Ib. 
base; flats, $3.25%%; concrete bars, plain, 
stock lengths, $2.7514 ; angles, channels and 
beams, $2.60%4; tire steel, $4 to $4.35; open- 
hearth spring steel, $4.50 and $6; steel 
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bands, $3.75; steel hoops, $4.25: cold rolled 
steel, $3.50 to $4; toe calk steel, $5 to $6. 

Rivets.—Small rivets are enjoying 
an excellent call, but the market for 
large sizes is rather inactive and un- 
interesting. Stocks of the former are 
in fairly good condition, but occasion- 
ally one finds a jobber who is shy due 
to fresh supplies not having arrived 
from the makers. There are plenty of 
large rivets for all requirements. 

We quote from Boston jobbers’ stocks: 
_ Rivets.—Structural, button head, 2 to 5- 
in. long, %-in. and larger, $4 per keg; %- 
in. and 11/16-in., $4.15; %-in., $4.50; 1 to 2- 
in. long, %-in. and larger, $4.75; 5%-in. and 
11/16-in., $4.40; %-in., $4.75. Cone head, 
boiler quality, 2 to 5-in. long, %-in. an 
larger, $4.10; %%-in. and 11/16-in., 
%-in., $4.60; 1 to 2-in. long, 3%-in. 
larger, a %-in. .and 11/16-in., $4.50; 
%-in., $4.85. Iron rivets, small, 60 per cent 
discount. 

Rope.—While there is no excitement 
attending business, quite a tonnage of 
rope is being moved daily. The de- 
mand in individual instances runs to 
small amounts of a wide variety of 
sizes, but aggregate weekly orders 
make quite a showing. One hears noth- 
ing that suggests any lowering of 
prices. 

We quote from Boston jobbers’ stocks: 

Rope.—Manila, 20c. per lb. Sisal rope, 
17c. per Ib., base. 

Twine.—Wool, 16c. per Ib. in full bales; 
cotton, No. 1, 46c. per lb.; hemp, No. 
36c.;: No. 24, 35c. per Ib. 

Screws.—The adjustment in wood 
screw discounts, announced last week, 
also involved new list prices, something 
not experienced in the hardware trade 
in many years. With the revision in 
both lists and discounts, there is an 
average advance of about 5 per cent, 
according to the jobbers, but on some 
of the small sizes the uplift amounts 
to considerably more. Machine screws 
continue to move out of stock quite 
freely and jobbers’ ideas on prices are 
firmer than at any previous time this 
year. 


We quote from Boston jobbers’ stocks: 

Wood Screws.—Iron, bright, flat, 80 and 
5 per cent discount print; flat head, blued, 
80 and 5 re 5 per cent discount; round 
head blued, 77% and 5 per cent discount; 
flat head brass, 75 and 5 per cent discount; 
round head brass, 72% and 5 per cent dis- 
count; round head nickel, 67% and 5 per 
cent discount; flat head galvanized, 65 and 
5 per cent discount. 

Machine Screws, etc.—Coach screws, 50 
and 10 per cent discoynt; set screws, in- 
cluding headless, 70 per cent discount; cap 
screws, square and hexagon, 70 per cent 
discount; fillister, 40 and 10 per cent dis- 
count; flat, 30 per cent discount; button 
head, 20 per cent discount; lag screws, 50 
per cent discount; iron machine screws, 
flat and round head, 70 per cent discount; 
fillister, 45 per cent discount; flat and round 
head brass, 40 per cent discount; fillister, 
35 per cent discount. 


Scythes and Snathes.—While the 
many recent rains have been bad for 
a lot of things, they have materially 
helped the New England hay crop, ac- 
cording to Government estimators. 
This fact possibly explains the better 
movement of scythes and snathes re- 
ported locally. 


We quote from Boston jobbers’ stocks: 

Scythes.—Little Giant, $16 per doz.; 
bramble sizes, $16.50 per doz.; brush sizes, 
$16.50 per doz. 

Snathes.—Ash, $13 per doz.; cherry, $14.75 
per doz.; bush, $14.50 per doz. 


Sheets.—Jobbing quotations on blue 
annealed sheets have been jacked up 
quite a little, but no change is noted on 
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those on galvanized and black sheets. 
The demand for sheets, which last 
month eased off somewhat, has taken 
on another lease of life, and the market 
apparently is as active as at any pre- 
vious time this year. 


We quote from Boston jobbers’ stocks: 
Sheets, No. 10 blue annealed, $3.75 per 100 
ib.; No. 28, black, $4.90; No. 28 galvanized, 
$5.90 

Tea Kettles—Leading manufactur- 
ers of copper tea kettles have advanced 
lists and jobbers’ quotations have been 
revised to match. The advance amounts 
to about 5 per cent. 


Wrenches.—All kinds and makes of 
monkey and pipe wrenches are selling 


Office of HARDWARE AGE, 
1002 Park Building, 
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HE iron and steel industry opens 

its second half of the year with 
very full order books, in marked con- 
trast with the beginning of the first 
half of this year and the last half of 
1921. In spite of this fact, however, 
the industry is not assured of a high 
rate of operation because of the uncer- 
tainty which surrounds the situation in 
fuel, labor and transportation. If the 
strike of the coal miners could be 
settled promptly, the prospect for the 
last half of the year would be immeas- 
urably improved, for while the walkout 
of the railroad shopmen in protest 
against the wage reductions, which 
took effect July 1, would be serious if 
long drawn out, there is a pretty gen- 
eral opinion that this dispute will be 
of very short duration. 

The danger contained in the railroad 
shopmen’s strike is that if railroad 
motive power and rolling stock does 
not have the benefit of frequent in- 
spection and prompt repairs there 
would soon come transportation snarls 
that would considerably hamper the 
free movement of goods. But already 
some effort is under way to bring about 
a settlement in this matter, and the 
fact that the railroads can “farm” out 
much of their repair work also tends to 
relieve apprehension. 

The coal strike situation is the big 
“fly in the ointment.” The first meet- 
ings of the mine operators and repre- 
sentatives of the unions in Washing- 
ton failed to disclose any material 
change in the attitude on either side 
and since it is extremely unlikely that 
the Government can or will go as far 
as it could under war time conditions 
to force a resumption of the mines, the 
common impression now is that some 
time will elapse before there is a set- 
tlement. 

So far the strike has not seriously 
hindered iron and steel plant opera- 
tions; indeed, the production of both 
iron and steel has risen steadily since 
about the middle of April, thanks to 
the generous reserve stocks built up in 
anticipation of the strike, and the fact 
that the non-union fields which have 
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well, and deliveries from manufactur- 
ers have slowed up noticeably. Job- 
bers, therefore, take quite an optimistic 
view of the outlook. Drop forged 
wrenches also are moving well, all 
things considered. 


We quote from Boston jobbers’ stocks: 
Drop forged wrenches, 40 per cent discount; 
agricultural wrenches, 60 and 10 per cent 
discount. 


Window Netting—The market for 
window netting is apparently in a 
healthy condition. Retail sales are 
quite satisfactory, generally speaking, 
jobbers’ stocks have been materially 
reduced during the past two months, 
and prices are reported as firm. 
from Boston jobbers’ 


We quote stocks: 
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kept going have been producing on an 
average about 50 per cent of the coun- 
try’s normal requirements. It is a 
fact, however, that reserve stocks of 
coal now are pretty low and new pro- 
duction in the past week has yielded 
some of the recent gains, due to the 
observance of the Fourth of July and 
also to the fact that union organizers, 
encouraged by the threat of railroad 
labor troubles, have been working with 
renewed energy and with some success 
in some of the non-union fields. 

Beside the threat to plant activities 
contained in the fuel situation, there is 
also one in a possible shortage of rail- 
road equipment. It is pointed out that 
in the event that the coal strike is 
terminated within the next month or 
six weeks, there would be heavy move- 
ment of coal for the building up of 
winter reserves, and that the height of 
this movement, it is feared, will come 
coincident with the marketward move- 
ment of the crops. Although the rail- 
roads of the country so far this year 
have placed orders for approximately 
100,000 new cars, few overlook the fact 
that there are close to 200,000 cars in 
poor order and it is fully realized that 
it will be physically impossible for the 
railroad equipment. companies to de- 
liver all of the cars that have been 
ordered early enough to be of material 
assistance to the railroads. 


The steel mills must not be expected 
to make much headway in reducing 
their obligations during the summer 
because already a considerable shortage 
of labor exists in practically all manu- 
facturing centers, and there is not only 
the difficulty about getting men to go 
into the mills, but also the one of keep- 
ing up the efficiency of the men who 
remain on the job during the period of 
hot weather. 


Present indications are that July will 
not make nearly as good a showing in 
the production of iron and steel as did 
last month. Fuel is so costly that 
advances in prices will have to be made 
with considerable frequency if manu- 
facturers are to get out whole, and as 
the market now shows a disposition to 
halt on the announcement of price ad- 
vances and producers no longer are 
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Cellar window netting, galvanized hard- 
ware grade, three-mesh, 5'%c. base. 

Wire Cloth.—Wire cloth is moving 
exceedingly well out of retail stocks, 
The wholesale market naturally is 
quiet at this season, yet jobbers say 
they are getting quite a bunch of small 
filling-out orders, which provides a 
means of cleaning up odd stocks left 
over after filling regular orders. There 
is every indication that the 1922 wire 
cloth season in New England will be 
the biggest on record, and that the 
carry-over will be remarkably small. 


We quote from Boston jobbers’ stocks: 
Wire Cloth.—From store, 12-mesh, ; 

48-in., $2.25 per 100 ft.; 18-in. 

$2.35; 14-mesh, 24-in. to 48- -in., $2.40; 18-in. 

to 22-in., $2.50. 


willing to take business at a loss, the 
conclusion seems safe that the recent 
rate of operations will not be main- 
tained. In connection with iron and 
steel prices, it is interesting to note 
that the Steel Corporation is moving 
much slower in the matter of advances 
than are the independent companies, 
and the result of this policy is that 
the Corporation subsidiaries have much 
larger order books than the independ- 
ents. Considerable difficulty still is ex- 
perienced by buyers in getting early 
deliveries on steel bars, sheets, pipe, 
notably in the smaller sizes, such as 
enter into building construction, and 
those jobbers drawing exclusively on 
the American Steel & Wire Co. for wire 
products find they have to be content 
with rather deferred deliveries on new 
orders. In other finished steel prod- 
ucts, the pinch is not so acute. 


Axes.—It is the between seasons 
period and not much is going on. 
Prices are firm and unchanged. 

Local jobbers quote: Handle axes, 314-Ib. 
to 4144-lb., $20.80 doz. ; 4-lb. to 5-Ib., $21.40; 
314-Ib. to 4%-lb. No. 1, oval handles, $13.50; 
Miners, polished and blued, 3%-lb. to 4-Ib. 
No , oval handles, $10.90. or a 
axes, 31%4-lb. to 41%4-lb., $11.50; B. Mich., 
314-Ib. to 1%- Ib., $16.30; D. B. wich. 4-Ib. 
to 5-Ib., $16. 

pencesoe Accessories. —In both 
jobbing and retail circles the report is 
one of very satisfactory business, espe- 
cially when comparison is made with 
this time last year. No price changes 
of any consequence are reported. 


Bolts and Nuts.—Aside from the 
fact that local makers of track bolts 
now are quoting a minimum of 3.25 
cents base for car loads of a size, with 
the usual extra of 50 cents per 100-Ib. 
more for less than car load lots, prices 
show no change from those of a week 
ago. Demand upon makers is not espe- 
cially heavy or urgent and in a broad 
way the streneth of the market is 
chiefly ascribable to the firmness of 
bars and other raw materials. Dis- 
counts on bolts and nuts in large lots 
at makers’ mills are as follows: 

Machine bolts, small, rolled threads, 69, 
10 and 10 per cent off list. Machine bolts. 
small, cut threads, 60 and 10 per cent off 
list. Machine bolts, larger and longer, 60 
and 10 per cent off list. Carriage bolts, % 
x 6-in., smaller and shorter, rolled threads, 
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Mill and Hardware Supplies Prices—July 10, 1922 


BARS—CR 
iC poe oe ae 4 ft. 10 lb. 72¢; 
a7 ft. 14 Jb. $1.05; 5 ft. 18 


1.3 
pies tao Bg 8 ft Soe 24 Ib. $1.60; 
aft. 75¢; 2 

BLT 3; 38 oan 
From No. 1 Oak Tanned Butts. 
Belting, Ex. —y “ 18 of. .35% 
Belting, Heavy, 16 of......40% 
Belting, Medium, 14% 08..40% 
Belting, Light, 13 os. ecvceeSO® 
Second ity, Cn aaa +3 
Second Quality, Shoulders. .60% 
Cut yrs Lacing, Strictly 


No. 
Leather Lacing sides, is ra 


HAMMERS AND 
SLEDGES— 

Hammers 

Sledges 

OILERS— 

so Copper Plated...... 
Chace, Brass and Copper... 

Railroad coppered 

Chace, Sine 

Railroad, brass .... 


PICKS AND MATTOCKS— 


Railroad +e00050-10-5% 
Contractor's Picks 
40% Discount 


20&5 % 


ROPE— 


Saw Frames— 
Trom, per d08....eeseeee++$3.10 
Steel, adj., 8 to 12 im., per vs 
4 
Steel, adj., steel hdle., per doz.,. 
$3.50 


Star H. S. Frame $ 
Adj, Pistol-Grip, per doz. -$18.12 
SCREW S— 
Coach, Lag and Jack— 
Coach, a Point. ....55-10% 
ack Serews— 
Standord BEB s cc cccccocce 
Machine— 
Cut Thread Iron, 
Flat Head or Rownd Heaa, 
50&10% 


-50% 


M. S. Pigg A Taps, No. 2 to 
12 cocccce  S10-SH 
M. S. "Fara "Taps, larger .45-5% 


W ASHERS—Cast— 
Over %-inch, barrel lots, per 
100 1b. 6.25 
Iron and Steel 


Size Bolt.. 


te % 4 
Washers $9.75 8.75 7.25 


% ya 
7.00 6.90 


WRENCHES— 


Agricultural ..... 
Alligator or Crocodile 
Drop Forged 

Stilison pattern 


t. wae aa ave 


stde 17 sq. 
A age a Ne 


Usder 17 sq. 


Ra 
Competition Lee (Grade) $0810% 
Standard ......+++++--40&10 
Best Grades.. ocr 
BLOCKS—Tackle— 

Common Woo0d.....+++6+++45% 
Patent «+ +-45% 

Bolts— 


Carriage, Machine, &c.— 
Common Carriage (cut thread): 
% « 6, and smaller... .60&5% 
Common Carriage (rolled 
thread): 
iy «x 6, and smaller... 
arger or Longer... 
Phila. Eagle, $3.00 list... 
Bolt Ends, H. P. Nuts.... 
Machine (cut thread): 
* 4, and smaller... 
arger or Longer 
DRESSING—Belt— 
Liquid im gal. cans, gal. .$3.00 
DRILL Few DRILL 
sTtoc 
Twist, Bir ‘Stock 
Twist, %. .f and 
st 


eee eee ee eee eee) 


-40-10% 
-40-10 % 
60% 
-40% 


50-10% 

amie Jute: 
No. 1. 
No. 2, 


Shank 50% 
Wire Gauge Jobbers’ and R. S. 
Blacksmith aa 
Brace Drills for Wood..... 
€MER Y—Turkish— 
Out of market at present time. 
Domestic, 1b. 


Eastern Retail Trade. 
Manila, % in. diam. and larger: 
Highest Grade.. 
Second Grade 
Hardware Grade 
Sisal, % in. diam. and iron; 
Highest Grade .... 
Second Grade -20¢ Pv. i. 
Sisal, Hay, Hide ond Bale "Ropes, 
Medium and C ¢ 
oe Quality, 


Medium, 6/16-in. and larger, 


Third Gr., 
larger wecceeeeee +45 @ 466 


Yin. and up... 23¢ 
Y%-in. and up.... 


SAWS AND FRAMES— 
Hack— 
,  eatans 


Per ib. 


-19¢ Ib. base 
16¢ Ib. base 


eee B3¢ 
or R. 


won... 
Sq. Hd. C 
Hex. Hd, C 
4%” and smalier.. 


pe: 
Best 5/16-in, and po ie %” and larger.... 


50¢ to 60¢ Fillsster Head Cap 
47 @ 48¢ 


5/16-in, Round Head, Iron 


77% 
Flat Head, Brass. 
Round Head Brass 


flat Head, pe 
Round Head, Bronse 


19%e¢ 


524% &10&10% 
STOCKS, DIES AND 
TAPS— 


Hand Taps, 
7/ Pe wn 
Mt 


Fillister or Oval ner Head, 
0. 


Fillister or Oval Head .40&10% 
— Thread Iron, F, H. or 
éweeeneteenp ces 75-10% 


H. 
Tr later or Oval Head. .80% 
Rolled wee oven 


Fillister or Man Head 


Set and Cap— 
Flat Head, Iron...... 
Set (Steel) net advance 


rrr 75% 


Wood 
Flat Head Iron... .8( 


4-5 & 20-5% 
.55&10&10 % 


6085 % 
Genuine Walworth Stillson, 
62% 


1& 10% 
METALS— 


60 % Lake Ingot 
Electrolytic 


Casting 


Spelter and Sheet —— 
Western spelter %@7¢ 
Sheet Zinc, No. 9 base, = 
9¢ open 9%F. 
Lead— 
American Fis. Per lb. .6%G 
Bar, Per 1 


% x % guaranteed 
No. 1 


Prices on solder indicated 
private brand vary according 
composition. 

Babbitt Metal— 
Best grade, per Ib 7 
Commercial grade, per Ib..... 
Antimony— 


Asiatic, per ib 


Alaminum— 
No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per Ib.. 25@27¢ 








60 and 10 per cent off list. Cut threads, 60 
per cent off list: longer and larger sizes, 
60 per cent off list. Lag bolts, 60, 10 and 
10 per cent off list. Plow bolts, Nos. 1, 2 
and 3 heads, 50 and 10 per cent off list; 
other style heads, 20 per cent extra. 
Machine bolts, c.p.c. and t. nuts, % x 4-in., 
smaller and shorter, 50 and 10 per cent off 
list; larger and longer sizes, 50 and 10 per 
cent off list. Hot pressed square or hex. 
blank nuts, $4.50 off list. Hot pressed nuts, 
tapped, $4.50 off list. C.p.c. and t. sq. or 
hex. nuts, blank, $4.50 off list. C.p.c. and 
t. sq. or hex. nuts, tapped, $4.50 off list. 
art ——_ hex. nuts, #y-in. and smaller, 
U. S., 80 and 10 per cent off list; small 
aon, 5 A. E., 80 and 10 per cent off list; 
S. A. E. %-in. and larger, 80 per cent off 
list. Stove bolts in packages, 80 and 5 per 
cent off list. Stove bolts in bulk, 80, 5 and 
2% per cent off list. Tire bolts, 65 per cent 
off list. Track bolts in carloads, 3.25c. 
base. Track bolts, less than 200 kegs, 
3.75¢. base. Upset square and hex. head 
cap screws: %-in. and under, 80 and 10 to 
80, 10 and 10 per cent off list; j-in. to 
%-in., 80 and 10 to 80, 10 and 10 per cent 
off list. Upset set screws: %4-in. and under, 
80, 10 and & to 85 per cent off list; ,%-in. 
to %-in., 80, 16 and 5 to 85 per cent off list. 
Milled Square and hex. cap screws: All 
sizes, 75 and 10 to 80 per cent off list. 
Milled set scre ws: All sizes, 70, 10 and 10 
per cent off list. 


It should be noted that the above dis- 
counts on nuts and bolts apply only on large 
lots, jobbers charging the usual advances 
for small lots out of stock. 

Builders’ Hardware.—Demand is ex- 
tremely active but all requirements 
appear to be readily met except on spe- 
cial work where some delays on de- 
liveries are unavoidable. Carpenters’ 
tools are expected to soon show con- 
siderable activity because spring build- 


ing work has progressed to a stage 
where the carpenters’ portion of the 
work is about ready to start. 


Copper Products.—There have been 
no further price changes since those 
recorded a week ago in soldering cop- 
per, rivets and burrs, but the market is 
firm with a steadily increasing demand 
reported. 

Other items in copper are quoted by local 
jobbers as follows: Sheets, 20%c. per Ib 
base ;: bottoms, 29c. per Ib. base; rolled, 19c. 
per Ib. base; rod round, 19c. per Ib. base. 

Haying Implements.—Owing to 
abundant rains the hay crop in this 
part of the country is extremely heavy, 
and this has been the occasion for an 
exceedingly active demand for scythes, 
snathes, ricks and forks. Demand is 
so great that in not a few instances 
jobbers have been obliged to resort to 
express shipments to meet the call. 


Iron and Steel Bars.—Makers of soft 
steel bars do not seem to be making 
much headway in the matter of reduc- 
ing their obligations and promises of 
deliveries against new orders are be- 
coming more distant. Some makers are 
committed fully for the next two 
months and on the smaller sizes of 
rounds some are unwilling to assure 
shipments short of 12 weeks. The Cor- 
poration has made no formal announce- 
ment of a change from 1.60 cent base 


Pittsburgh, but it is so heavily com- 
mitted that it no longer can provide 
prompt service at this price and among 
the independents 1.70 cents is minimum 
with some quoting 1.75 cents and even 
1.80 cents. There is no change in 
jobbing priées which range from 2.20 
cents to 2.30 cents base, but the bulk 
of the business is at the lower figure. 
Both the mill and warehouse prices on 
iron bars are unchanged. 

Local jobbers quote steel bars rolled from 
billets at 2.20c. to 2.30c., depending on the 
order; reinforcing bars rolled from billets, 
2.25¢c. to 2.50c.; from old rails, 2c. to 2.15c.; 
refined iron bars, 2.15c. to 2.35c., the higher 
prices being for large lots and the lower for 
small lots. 

Iron and Steel Pipe-—Demand upor. 
makers, notably for the butt welded 
sizes of merchant pipe, finding their 
principal use in new building, shows no 
abatement and despite the fact that 
considerable care has been exercised in 
keeping down orders to the actual nor- 
mal requirements of distributors, the 
mills are steadily falling behind in their 
deliveries. Practically all mills are 
sold ahead for eight weeks and some 
for even longer on butt weld pipe. Con- 
duit also is getting hard to obtain 
promptly. Present mill prices show a 
very small margin of profit and unless 
there is early relief in the matter of 
costs, a new card advancing prices may 
be expected. 
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Local jobbers quote steel pipe in 
lots from stock as follows: 


Black Galv. Black 


Above prices per 100 ft., f.0.b. Pittsburgh. 

Mail Boxes.—The Northwestern Mail 
Box Co., St. Louis, have issued a new 
price list making a general revision. 
Prices have been reduced on some 
styles and advanced on others. 

Paints and Supplies—Demand keeps 
up in remarkable fashion, probably be- 
cause of favorable weather conditions. 
Prices are firm all along the line, save 
en linseed oil, which is down a couple 
of cents a gallon. 


Raw linseed oil, 1 to 4 bbl., 98c. per gal. 
Boiled linseed oil, 1 to 4 bbl., $1.08 per gal. 
Turpentine, $1.40 per gal. in bbl. Denatured 
@tcohol, in bbl., 50c. per gal. Strictly pure 
white lead, 100-lb. kegs, 12%c. per lb.; 
10 per cent off in 500-lb. lots. Dry paste 
in bbl., 5%c. per lb. Pure white shellac, in 
gal. cans, $4.50 per gal. Pure orange shel- 
lac, 4-lb. goods in gal. cans, $4 per gal. 
English Venetian red, in 100-Ib. lots, 4%c. 
per lb.; 500-lb. lots, 4c. per Ib. Ready 
mixed paints of high quality, $2.60 per gal. 
Inside varnish, $3.15 per gal. Outside var- 
nish, $4.10 per gal. 


Reamers.—L. O. Beard Co., Lancas- 
ter, Pa., has announced a reduction in 
prices of expansion reamers, effective 
July 1. 

Rivets.—Manufacturers’ prices on 
heavy rivets on third quarter contracts 
are $2.40 base per 100-lb. for structural 
and ship rivets and $2.50 for boiler 
rivets. These prices represent an ad- 
vance of about 30 cents to 40 cents per 
100-lb. over second quarter prices and 
mean a corresponding advance on small 
lets out of jobbers’ stocks. 

Sheets.—Outside of automobile body 
sheets for which the demand still is 
large and urgent, due to the fact that 
the automotive industry was largely 
unprepared for the business they have 
taken, the market is much more orderly 


Office of HARDWARE AGE, 
538 Guardian Bldg., 
Cleveland, July 18. 


iy vans volume of jobbing business has 
been effected by the approach of 
the mid-summer season and the holiday 
so that orders fell off somewhat during 
the past week, However, there has not 
been much let-up in orders from the 
rural districts, and the aggregate vol- 
ume of sales is satisfactory for this sea- 
son of the year. Business in some lines 
of seasonable merchandise is about over 
and as yet there is not much activity 
in future orders for fall shipment. 
However, with the upward price ten- 
dency and improved general business 
situation, retailers are not expected to 
delay buying fall and winter merchan- 
dise to the extent that they did in 
purchasing spring goods. The better 
business situation has resulted in more 
general employment, and while labor is 
not yet fully employed, reports are now 
more frequent of a scarcity of work- 
men than of the lack of work, as a 
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than it was recently. Buyers quite 
generally are protected by contracts 
against their probable requirements for 
the next two or three months, and de- 
liveries against these commitments are 
sufficiently prompt to prevent any 
anxiety on the part of users. The re- 
sult is that demands for tonnages for 
quick shipment are much fewer than 
they were recently and the offering of 
premiums for delivery has largely 
ceased. Some of the independent mak- 
ers still are quoting advances over reg- 
ular prices of from $3 to $5 per ton, 
but on the great bulk of current ship- 
ments prices are 3.15 cents base Pitts- 
burgh, for 28-gage black; 4.15 cents 
base for 28-gage galvanized and 2.40 
cents base for 10-gage blue annealed. 
Mill operations were rather light last 
week owing to the observance of the 
Fourth of July. Jobbers still report a 
good movement of material from 
stocks. 


Steel Washers.—Third quarter prices 
have been announced and show an 
advance of about $1 per 100-lb. over 
those for the second quarter. 


Tin Plate——Current demands upon 
mills are not especially heavy, due to 
the fact that container manufacturers 
quite generally anticipated their re- 
quirements, and packers are not yet 
certain enough about their needs to 
enable the can makers to figure out 
their tin plate tonnages. The outlook 
is for a good tomato crop but there 
has been so much wet weather that the 
pack of green corn is in doubt. The 
Northwest has a heavy crop of berries 
and small fruits this year, and can 
orders from that section to one manu- 
facturer have been increased by 50,000,- 
000 cans. There is close observance of 
the official quotation of $4.75 per base 
box, Pittsburgh by all makers, but the 
strength of the market is in the fact 
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shortage exists in many skilled lines. 
A large amount of building work con- 
tinues to come out in the central west 
and a good demand is expected for 
builders’ hardware during the remain- 
der of the season. Jobbers’ stocks are 
generally in good shape, and with few 
exceptions, jobbing houses are not hav- 
ing trouble in getting merchandise 
fairly promptly. 

A number of price advances have 
been made this month and other ad- 
vances are looked for. The most im- 
portant items that have been marked 
up include sash weights, bolts and nuts, 
wood screws, galvanized sheets, gal- 
vanized steel roofing, soil pipe, railroad 
spikes and harness leather. 


Automobile Tires and Accessories.— 
The demand for tires continues heavy 
and accessories are moving fairly well. 
The United States Tire Co. has made 
a reduction of approximately 15 per 
cent on cord tires in Ford sizes. 


We quot? from jobbers’ stocks’ f.ob. 
Cleveland: M'ller Falls No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, $3.33, 
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that costs are high and the margin of 
profit slim, rather than because of 
heavy orders. 


Wire Products.—The American Steel 
& Wire Co. has announced a reduction 
of $5 per ton in the price of woven 
wire fence and has inaugurated fall 
dating against new orders; coincidently, 
it withdrew price guarantees except to 
date of shipment. Independent manu- 
facturers have followed suit and the 
mill discount now is 73 per cent off list 
to jobbers, and 704, per cent off list to 
retail dealers. The jobbing discount 
which has been 60 and 10 per cent off 
list, has been increased to 60, 10 and 
10 per cent off list. The demand for 
nails and wire in this district still is 
extremely brisk, and Steel Corporation 
customers are experiencing some diffi- 
culty in getting their full requirements 
and in getting them promptly. The 
Corporation wire making subsidiary is 
heavily committed but has made no 
change in prices, and it is no secret that 
the independents are quite generally 
meeting the Corporation prices, al- 
though nominally quoting $2 per ton 
higher on all products except plain 
wire. Bale ties are in heavy demand on 
account of the big hay crop in this ter- 
ritory and jobbers are having trouble 
in meeting it. 

Jobbers quote from stocks, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over the price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire. $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $3.25: 
painted barbed wire, $2.75: polished fence 
staples, $1.75: cement coated nails, per 
count _keg, $2.25_to $2.35; these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net less 2 per cent off for cash in 10 days. 
Discounts on woven wire fencing are 73 per 
cent off list for carload, 72% per cent off 


for 1000-rod lots. and 71% per cent off for 
small lots, f.o.b. Pittsburgh. 


in lots of 12; Derf spark plugs, 96c. each 
for all sizes in lots less than 59; Champion 
X spark plugs, 45c. each for less than 100 
and 48c. each for over 100; Champion 
regular, 53c. each for less than 100, all 
sizes, 50c. each for over 100. 


Axes.—The demand at present is 
rather quiet following a fairly active 
market, during which many of the trade 
placed their orders for fall delivery. 
Prices are unchanged. 


Jobbers quote f.o.b. Cleveland as follows: 
First grade, single bitted axes, handled, 
$15.50 per doz.; unhandled, $11.50 per doz.; 
double bitted axes, handled, $20.50 per 
doz.; unhandled, $16.50 per doz.; second 
grade axes, single bitted, handled, $14 per 
doz.; unhandled, $11 wer doz.; double 
bitted, handied, $19 per doz.; unhandled, 
$16 per doz. 


Binder Twine.—Pick-up orders for 
binder twine are still coming out in fair 
volume. 

Cleveland jobbers quote standard and 
sisal binder twine at 10c. per Ib. for mill 
shipment and 10%c. per Ib. for stock ship- 
ment, 

Blankets and Robes.—Manufacturers 
have withdrawn prices on horse blan- 
kets and automobile robes and on bur- 
lap stable blankets owing to the recent 





July 13, 1922 


price advances on cotton, wool and 
burlap. Jobbers placed orders with 
manufacturers at the old prices and 
for the present will make no advance. 


Bolts and Nuts.—Following the re- 
cent advance in manufacturers’ prices. 
Jobbers have advanced prices on bolts 
and nuts about 10 per cent. The de- 
mand is good. 

Jobbers quote f.0.b. Cleveland: Large and 
smal! machine bolts, cut thread, 60 and 
5 per cent off list; carriage bolts, large 
rolled thread, 60 and 5 per cent off list; 
large and small cut thread, 50 and 5 per 
cent off list; stove bolts, 75, 10 and 5 per 
cent off list; hot pressed nuts, $4 off list. 

Corrugating Roofing.—Jobbers’ prices 
on corrugated steel roofing have been 
advanced 15 cents per square as a result 
of the recent advance in galvanized 
sheets. 

Cleveland jobbers quote f.o.b, Pittsburgh: 
2. in. 29 gage, corrugated roofing at 
$3.30 per square. 

Electrical Supplies.—A price advance 
of about 10 per cent has been made on 
switch boxes and steel cabinets. 

Cast Iron Malleable Fittings.—The 
market on fittings is very firm, and job- 
bers are looking for a price advance. 

Fence.—Manufacturers have made a 
price reduction of 22 points on fence, 
and jobbers made a corresponding re- 
duction. 

Cleveland jobbers quote field fence f.o.b. 
Pittsburgh at 70/2 per cent off list for car 
loads and 68/2 per cent off list for less than 
car loads. 

Galvanized Ware—The demand is 
holding up well and prices are firm 
and unchanged. 

Jobbers quote, f.o.b. Cleveland: Galvan- 
ized tubs with wringer attachment, No. 1, 
$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $13.75 per doz.; No. 2, $15.50 per doz. 
No, 3, $17.25 per doz. Standard pails, 10- 
qt., $2.25 per doz.; 12-qt., $2.50 per doz.; 
14-qt., $2.75 per doz.; 16-qt., $3.40 per doz. 

Handles.—The call for handles at the 
present time is light. Prices are un- 
changed. 

Jobbers quote f.o.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, %4.75 per doz.; XXX grade. $4 per 

; XX grade, $3.50 per doz.; X grade, 

per doz. No. 1 pick handles, $3.25 
per doz. Best grade, $4.75 per doz.; Ameri- 
can Fork & Hoe Co.’s wood “D’” shovel, 
spade and scoop handles, X grade. $6 per 
doz. ; malleable “D” grade manure fork and 
spading fork handles, $5 per doz.: X grade, 
long shovel spading handles, $4.50 ner doz.: 
hay and manure fork handles, X grade, 
{-ft., $3.15 per doz.: 4%4-ft., $3.60 per doz.: 
XX grade. 4-ft., $4.25 per doz.; 4%-ft., 
$4.60 per doz. 

Ice Cream Freezers.—Jobbers report 

that sales of ice cream freezers continue 
heavy. Prices are unchanged, 
1 Cleveland jobbers quote freezers as fol- 
ows: Lightning, 2-qt. at $2.50 each: 3-at. 
at $3 each: 4-qt. at $3.50 each: 6-qt. at 
$4.50 each: White Mountain, 2-at.. $3: 3-at., 
$3.50; 4-qt., $4.25: 6-qt., $5.25; galvanized 
freezers, 2-qt., $12 per doz. 

Ice Skates.—Sales of ice skates which 
have been rather slow show quite an 
Improvement. 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., July 8. 


H ARPWARE sales in general con- 
tinue to be of good volume, and 


there has been no appreciable let up 
during the midsummer season. 
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Jobbers quote Union Hardware Co. 
hockey skates as follows: No. $ hockey, 
$2.30 pair; No. 424%, $1.25 pair; No. 924%, 
$2.30 pair; No. 424%, ladies’, $1.50 pair; No. 
92414, ladies’, $2.75 pair. 

Leather and Harness.—Most of the 
manufacturers have withdrawn prices 
on sole leather and harness and some 
have announced price advances. Prices 
on harness leather in rolls have been ad- 
vanced from one to three cents per lb. 


Nails and Wire.—The demand con- 
tinues fairly good with no change in 
prices. 

Cleveland jobbers quote as_ follows: 
Nails, less than car lots, stock shipment, 
$2.75 per keg; same for mill shipment, 
$2.60; car lots, mill shipment, $2.50; No. 9 
annealed wire, $2.50 per 100 Ib.; No. 9 gal- 
vanized wire, $3 ner 100 Ib.; cement coated 
nails, $2.25 per 100 Ib. 


Oil Cook Stoves.—Orders for oil cook 
stoves for early shipment are fairly 
heavy. Stocks are good. 


Jobbers quote oil cook 
Cleveland, as follows: Harvard, 2-burner, 
$10.85; 3-burner, $14.25; 4-burner, $18.20. 
Cabinet pipe, 2-burner, $14.35; 3-burner, 
$18.50; 4-burner, $24.20. 

Poultry Netting and Wire Cloth.— 
There is still some demand for wire 
cloth, but little call for poultry netting. 
Prices are firm and unchanged. 

Jobbers quote as follows for mill ship- 
ment or for shipment from stock, f.0.b. 
Cleveland: Poultry netting, galvanized 
after weaving, 50 and 5 per cent discount, 
black wire cloth, 12 mesh, $1.90 to $1.95 ner 
100 sq. ft.: galvanized, $2.40 per 100 sq. ft.: 
bronze wire cloth, 14 mesh, $6.75 per 100 
sq. ft. 

Plumbers’ Goods.—Plumbers’ goods 
are still in good demand, and jobbers 
report slow deliveries on bath tubs, lav- 
atories and sinks. Prices are un- 
changed. 

Paints and Varnishes.—The demand 
is not as heavy as a few weeks ago, but 
it is still fairly active. Turpentine has 
fluctuated violently, reaching $1.62', 
per gal. and then dropped back to 
$1.404% and still showing a downward 
tendency. Linseed oil is higher. Manu- 
facturers have sent out notices guar- 
anteeing the present prices on white 
lead until Dec. 1. 

Cleveland jobbers quote best grade mixed 
paints at $2.60 per gal. for colors and 
$2.75 for white. Linseed oil, $1 per gal. 
for raw oil and $1.02 for boiled oil. Tur- 
pentine, $1.40% per gal. for barrel lots. 
White lead. 12%c. per Ib. for 100 Ib. kegs. 

Rubber Roofing—The demand for 
rubber roofing is fair and prices show 
a firmer tendency, although there has 
been no general advance in quotations. 


Rope.—The rope market is quite ac- 
tive, there being a good demand for 
hay rope and other rope for agricul- 
tural purposes. Prices are unchanged. 


Cleveland jobbers quote best grade 
17%c. per lb. for mill shipment and 18\c. 
per lb. for shipment from stock; best qual- 
ity sisal rope, 15c. per Ib. for mill ship- 


TWIN CITIES 


Automobile accessories, tires and 
tubes are moving freely, as are fishing 
tackle, paints and builders’ hardware. 
The market appears to have reached 
bottom for at least a few months to 
come, and there is very little likelihood 
of any heavy reductions during that 


stoves, f.o.b. 
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Steel Sheets.—Jobbers have advanced 
galvanized sheets $3 per ton. 


sheets at 4c. 
for No. 28 


Cleveland 
for No. 28 
galvanized. 

Radio Equipment.—As was expected 
during the summer season, there is 
somewhat of a lull in the demand for 
radio equipment. Manufacturers are 
now in better shape on deliveries, which 
are now good especially on vacuum 
tubes. 

Sporting Goods.—Jobbers report a 
good demand for fishing tackle and 
tennis goods, but sales of baseball goods 
have fallen off. 

Soil Pipe—A price advance of 5 
points has been made on soil pipe and 
7 points on soil pipe fittings. 

Cleveland jobbers quote sol! pipe at 27 
per cent off jist for standard and 36 per 
cent off list for extra heavy, and soil pipe 
fitings at 22 per cent off list. 

Screws.—Prices on wood screws have 
been advanced about 10 per cent, and 
new price lists have been issued. The 
demand is steady. 

Jobbers quote wood screws as follows, 
f.o.b. Cleveland; Fiat head, bright, 80, 5, 5 
and 5 per cent off list; round head, blued, 
77>, 5, 5 and 5 per cent off list; round head, 
nickeled, 67/2, 5, 5 and 5 per cent off list; 
round head, brass, 72'2, 5, 5 and 5 per 
cent off list, 

Spikes—A price advance of 25c per 
100 Ibs. has been made on railroad 
spikes. 

Cleveland jobbers quote spikes at $3.35 
base per 100 Ibs. 

Sash Weights. — Prices on _ sash 
weighs have been advanced $3 per ton. 


Cleveland jobbers quote sash weights 
at $41 per ton out of stock. 


Stove Pipe and Elbows.—Sales of 
stove pipe and elbows have been heavier 
than for several years. Most retailers 
have evidently placed their orders for 
fall shipment, and the demand has 
quieted down. 

Shovels. — Local jobbers have ad- 
vanced prices 25 cents per doz. on 4th 
grade shovels. Other prices are un- 
changed. Af large part of the season’s 
buying is over and the demand has be- 
come lighter. 

Jobbers quote f.o.b. Cleveland as follows: 
No. 2 size shovels, 4th grade $9.50 per doz.: 
2nd grade $11 per doz.; ist grade $14.50 
per doz. e 

Snow Shovels.—Retailers as a rule 
are not placing orders yet for snow 
shovels, and consequently the sales are 
light. 

Cleveland jobbers quote standard No. 34 
split handled steel snow shovels at $11 per 
doz.; No. 33, $1025 per doz.: No. 3 wooden 
shovels, $4.25 per doz.; No. 20 split handled 
wood shovels, $6 per doz. 

Washing Machines.—Jobbing houses 
report that the demand for electric 
washing machines continued good. 
Prices are unchanged. 


jobbers 
black 


quote 
and 5.15c. 


period. In fact, if the coal strike con- 

tinues there is every chance of further 

advances in the heavier items. 
Collections are improving very slow- 

ly and this condition will not be 

remedied until the fall crops are in. 

- Manufacturing conditions are like- 
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wise showing a slow improvement. 


Builders’ Hardware.—There is a con- 
tinued heavy demand for builders’ 
hardware and judging from the work 
under consideration sales should hold 
up well during the entire balance of the 
year. 

Axes.—Sales are of average volume 
and prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single bit axes, $11.50; double 
bit, $16.50 per doz., base weights. 

Bolts——Sales of bolts continue to 
show a steady improvement. Jobbers’ 
stocks are ample. Prices show no fur- 
ther change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 50-10 per 
cent; large carriage bolts, 45 per cent; 
small machine bolts, 50-10-10 per cent; 
large machine bolts, 50-10 per cent; stove 
bolts, 75-10 per cent; lag screws, 60 per 
cent. 

Brads.—There is a steady call for 
brads. Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from list. 

Churns.—A fair average volume of 
business is being done in this line. 
Prices are firm. 

We quote 
Twin Cities: 
cent from list. 

Eaves Trough, Conductor Pipe and 
and Elbows.—Demand continues to be 
very active and of good volume. Prices 
remain as last quoted. 


We 


from jobbers’ stocks, f.o.b. 
Barrel type churns, 40-5 per 


from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 gal., 5 in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. conductor pipe, corrugated, $4.50 per 
100 ft.; elbows, 3-in. corrugated, $1.55 per 
doz. 

Files—There is a steady improve- 
ment in the demand for files. Prices 
remain the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files 70-2% per cent; Disston files, 
70-10 per cent. 

Galvanized Ware.—Retail demand 
continues of satisfactory volume al- 
though rather unsteady, some weeks 
showing heavy sales with a sudden 
drop in demand for a week or two. 
Prices remain firm. 


We qucte from _ jobbers’ 
Twin Cities: Galvanized tubs, 
per doz.; No. 2, $685; No. 3, $8; 
galvanized, No. 1, $12: No. 2, $13; 
$15; standardized 10-qt. galvanized 
$2.15; 12-qt., $2.35: 14-qt.. $2.70; 
stock pails, heavy, $6; 18-qt., $7.35. 


Glass and Putty.—There is only a 
small volume of business being done 
at this time. Prices remain as last 
quoted. 

We quote 
Twin Cities: 
cent; double 


quote 


f.o.b. 
$6.10 
heavy 
No. 3, 
pails, 
16-qt. 


stocks, 
No. 1, 


f.o.b. 
84 per 
cent 


frcm jobbers’ stocks, 
Single strength glass, 
strength glass, 85 per 


Testimonial to Col. Lockwood 


John H. Graham & Co., New York 
City, concluded its 104th semi-annual 
sales convention June 30 with a com- 
plimentary dinner to Col. William J. 
Lockwood, senior member of the Sales- 
man’s Club. Thirty members of the 
executive and sales forces met at 
Keene’s Chop House and following a 
dinner and vaudeville sketch, arranged 
by H. S. Wilson, chairman of the din- 
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Putty in 50-lb. drums, $4.40 per cwt.; 25-lb. 
drums, $4.55 per cwt. 


Hose.—Sales of hose continue to hold 
up well for so late in the season. Prices 
show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Five-ply, %-in, 11%c. per ft.; 
3-ply, competition hose, 9\4c. per ft. 

Ice Cream Freezers.—Retail demand 
in the larger cities is not of very large 
volume, but is considered satisfactory 
in the outlying districts. Prices re- 
main as for some time past. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, wooden tub, 4-qt., 
$4.13 each; 6-qt., $6.75 each. 


Lawn Mowers.—The call for lawn 
mowers is slowing up gradually as the 
season advances. Prices remain firm. 
Jobbers’ stocks are pretty well cleaned 
up as they should be at this season of 
the year. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best standard grades, from 25 
to 30 per cent from list; medium grade, 
ball-bearings, from $8.35 to $9.50 each. 


Milk Cans.—Sales continue to be an 
average volume and prices show no 
change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Railroad milk cans, 5-gal., 
$2.25 each; 8-gal., $2.80 each; 10-gal., $2.95 
each. 

Nails.—There continues to be a very 
steady and heavy demand for wire 
nails. Prices show no change as yet, 
but advances may be expected unless 
there is an early settlement of the coal 
strike. 

We quote from jobbers’ stocks, .0.b. 
Twin Cities: Standard wire nails, $3.45 
base; cement coated nails, $2.80 base. 


Paper.—The building season has 
reached a point where the demand for 
builders’ paper is declining somewhat, 
although there is still a satisfactory 
volume of sales. Prices remain as for 
some time past. 

Poultry Netting.—Sales have de- 
clined to a point where only an average 
amount of small orders are being ob- 
tained. Prices continue firm. 

We quote jobbers’ 
Twin Cities: 
per cent from standard lists. 

Rope.—Sales of rope continue to be 
of satisfactory volume.’ Prices remain 
as last quoted. 

We quote from jobbers’ 
Twin Cities: Pure manila rope, 
lb.: pure sisal rope, 16%c. per Ib. 

Sandpaper.—Demand for sandpaper 
remains very active and a good volume 
of business is being done. Prices show 
no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade No. 1, at $7.20 per 
ream; second grade, No. 1. at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 


from stocks, f.o.b. 


stocks. f.o.b 
1914c. per 


ner committee, presented the following 
round table testimonial to Col. Lock- 
wood: 

“An endless token offered by the ex- 
ecutive and sales forces of John H. 
Graham & Co. as a pledge of friend- 
ship, tribute and warm appreciation of 
the sterling manhood and admirable 
traits of their dean, William J. Lock- 
wood, whose warm sympathies and un- 
failing camaraderie through nearly 
half a century have endeared him to 
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Sash Cord.—Sales remain steady and 
of good volume. Prices remain as for 
some time past. 

We quote from jobbers’ stocks, f.o.b, 
Twin Cities: Best grades, 65c. per Ib.; ordi- 
nary grades, 36c. per Ib. 

Sash Weights.—There is a very good 
call for sash weights at this time, 
Prices remain firm. 

We quote from jobbers’ 
Twin Cities: $2 per cwt. 

Screws.—Demand for wood screws 
continues active and of good volume, 
Prices show no change. 


We quote from local 
Flat-head bright screws, 
round-head blued screws, 70-10 per cent; 
flat-head japanned screws, 65 per cent; 
‘flat-head brass screws, 65 per cent; round- 
head brass screws, 62% per cent; iron 
machine screws, 60 per cent; brass machine 
screws, 50 per cent, 


Solder.—Sales are of fair volume. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, 
Twin Cities: Half and half solder, 
per Ib. 

Steel Sheets.—Demand is showing a 
gradual improvement. Prices remain 
very firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized sheets, 
$5.65 per cwt.; 28 gage black sheets, $4.65 
per cwt. 

Tacks.—Sales are considered of 
average volume and individual orders 
are small. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8 oz., 60c. 
dozen packages; tinned carpet, 8 oz., 65c.; 
blue carpet, § 0z., 60c.; double pointed, 
oz., 32c. 

Tin Plate.—There is a fairly satis- 
factory demand for tin plate. Prices 
remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, ICT, 20 x 28, 
ee roofing tin, IC 20 x 28, 8 lb. coating, 

3. 


stocks, f.o.b. 


jobbers’ stocks: 
75-10 per cent; 


f.o.b. 
24c. 


Wheelbarrows.—Sales continue to 
hold up very well. Prices remain as 
last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, fully bolted, $36 
per doz.; No. 1 tubular steel, $6.35 each; 
No. 1 garden barrow, $5.40 each. 


Wire Cloth.—In a strictly retail way 
there is only a very small volume of 
business. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Black, 12 x 12 mesh, $2.10 per 
100 sq. ft.; galvanized, $2.40 per 1090 sq. ft. 


Wire.—Sales of wire are rapidly im- 
proving, especially fence and fence 
wire. Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, 80-rod spools, 
painted cattle, $2.95; galvanized cattle. 
$3.34; painted hog wire, $3.16; galvanized 
hog wire, $3.58; smooth black annealed No. 
9, $3.30 per cwt.; smooth galvanized an- 
nealed No. 9, $3.80 per cwt. 


those fortunate ones who have been as- 
sociated with him.” 

Col. Lockwood has been traveling for 
the firm for more than forty years and 
is well known from coast to coast. 


Hinkley Joins Penn Forces 


James S. Hinkley, formerly identi- 
fied with the Geneva Cutlery Co., 
Geneva, N. Y., is now connected with 
the Penn Hardware Co., Reading, Pa. 


“Reading matter continued on page go 
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‘TIE THIS BOOK to your counter 
where it will actually 
help to sell garage sets. 


HARDWARE AGE 


Send for your copy of this 
helpful book on garage doors 


T is not just a catalog. 
It’s a book that shows pic- 
tures of various kinds of garage 


-doors—sliding-folding, swing- 


ing and around-the-corner types. 


‘It also shows simple working 


MCKINNEY 


Hinges and Butts 
and Hi 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door mats and 
wrought specialties. 


drawings which illustrate per- 
fectly how the different kinds of 
garage doors should be hung. 


Tie this book to your counter 
so you can show it to the cus- 
tomer who wants garage door 
hardware. From it he can in- 
stantly pick out the kind of door 
he wants. Then all you have to 
do is hand him the box contain- 
ing the McKinney Garage Door 
Hardware Set which goes with 
that kind of a door. 
McKINNEY 


Western Office, Wrigley Bldg., Chicago 


MANUFACTURING COMPANY, 


Just that—and the sale is com- 
pleted. 


You save time, energy and 
trouble if you handle these 
McKinney Garage Door Sets. 
And you please your customers, 
because you help them to get 
just the right kind of a door, 
because you save their time, be- 
cause you do not bring them 
back again for some forgotten 
detail of hardware, and because 
of the high quality of the hard- 
ware which you give them in 
these sets. 

Send for this book and hang 
it within reach of your custom- 
ers. It will sell garage sets for 
you. 

PITTSBURGH 
Export Representation 


MCKINNEY 


Complete Garage Door Sets 
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Retail Representation on Save 
the Surface Committee 


C. H. Casey of Jordan, Minn., recent- 
ly elected president of the National 
Retail Hardware Association at the 
annual convention at Chicago, will re- 
present the retail hardware interests 
on the National Save the Surface Com- 
mittee. Herbert P. Sheets, secretary- 
treasurer of the National Retail Hard- 
ware Association writes: 

“Our board of governors are favor- 
able to having President Casey attend 
meetings of the National Save the Sur- 
face Committee.” 

The activities of the Save the Sur- 
face Campaign have been conducted in 
the interests of all units of the paint 
trade, and furthermore all units are 
financially supporting the campaign on 
a definite basis. Hereafter it is ex- 
pected that dealers, master painters, 
jobbers and manufacturers will be re- 
presented at meetings of the National 
Save the Surface Committee. 

The last meeting of the committee 
was held in Cleveland on June 16 and 
the next one will be held following the 
summer season, the latter part of 
August or the early part of September. 


William H. Standart Dies 


William H. Standart, one of the 
founders of the Standart-Simmons 
Hardware Co., Toledo, Ohio, died June 
20 as a result of a stroke of apoplexy 
suffered last April, age seventy-one 
years. 

Mr. Standart was born in Attica, 
Ind., and located in Toledo in 1866, 
his first business connection being with 
an uncle who operated a hardware 
business under the name of Hamilton 
& Co. When this firm went out of 
business, Mr. Standart joined the Bost- 
wick-Braun Co., wholesale and retail 
hardware dealer and remained with 
that company until 1904 when with 
associates, he organized the Standart- 
Simmons Co., now the Simmons Hard- 
ware Co. He retired from this com- 
pany eight years ago. He was a 
charter member of the Toledo Travel- 
ing Men’s Association and its first 
president and when this organization 
became the Toledo Travelers’ Life In- 
surance Co., he continued his activities 
in its behalf and was its first vice- 
president at the time of his death. 
Since his retirement from business, he 
had devoted much of his spare time to 
work among crippled children. 


Sullivan with Butts & Ordway 


Edward Sullivan, formerly asso- 
ciated with the Capewell Horse Nail 
Co., Hartford, Conn., is now with the 


Butts & Ordway Co., Purchase Street, 
Boston, heavy hardware. Mr. Sullivan 
will have charge of the horseshoers’ 
supplies for the greater Boston trade. 


Death of Frank H. Foster 


Funeral services for Frank H. Fos- 
ter, New England salesman, Gillette 
Safety Razor Cé. were held Wednesday 
afternoon, July 5, at his home in Dor- 
chester, Boston. Mr. Foster was a 
native of Amsterdam, N. Y., was ‘for- 
merly in the hardware business, and 
had been with the Gillette Safety Razor 
Co. since that corporation was organ- 
ized. He died suddenly in the South 
Station, Boston, when about to start on 
his annual vacation. His wife survives 
him. 


Chicago Flexible Shaft Co. 
Enlarges Line 


The Chicago Flexible Shaft Co., Chi- 
cago, has recently secured the Brick 
Weeder which was made at Elkhart, 
Ind. They have taken over all manu- 
facturing and distributing rights of 
this weeder and have changed the name 
to “The Little Wonder Weeder.” Pro- 
duction has already started and the 
addition of this item to their line helps 
to swell the number of new things this 
company has been putting into produc- 
tion lately. 


H. G. Gaisman Sails for Europe 


H. G. Gaisman, president of the 
Auto Strop Safety Razor Co., 656 First 
Avenue, New York City, sailed from 
New York on July 5, on the S.S. Paris 
for England, where he’ will visit the 
London factory of the company, and 
also some of the continental branch 
offices. 


Spencer with International 
Silver 


Frederick M. Spencer, superintend- 
ent Meriden plant, Landers, Frary & 
Clark, New Britain, Conn., cutlery, etc., 
has resigned to accept a position with 
the International Silver Co. 


Held Now President of Rundle 
Mfg. Co. 


Henry Held, secretary and treasurer 
Rundle Mfg. Co., Milwaukee, manufac- 
turer of bathtubs and enameled sani- 
tary ware, has been elected president 
and treasurer. He succeeds the late 
Robert T. Hazelwood. L. R. Kinnear 
has been elected vice-president; A. C. 
Held, secretary, and H. F. Galdammer, 
assistant treasurer. 
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H. Bewig Passes Away 


H. Bewig, territorial manager of the © 
Western States for Hibbard, Spencer, — 
Bartlett & Co., Chicago, passed away 
June 30 at the age of sixty-nine, after 
a very short illness. 

Mr. Bewig was born in Germany, 
Sept. 15, 1853, and came to this country | 
early in life. In 1873 he took his first 
work with Nelson & Co., wholesale 
hardware, Burlington, Iowa. This firm 
was succeeded by Drake & Dayton in 
1877 and Mr. Bewig remained with ~ 
them for ten years. In 1877 he took a © 
position with Hibbard, Spencer, Bart- — 
lett & Co., in the country order depart- 
ment but remained only one year as his 
physician advised moving back to Iowa. 
In Burlington, Iowa, he engaged in 
manufacturing for a few years and 
then organized the Schmidt Hardware 
Co. Later this company was com- 
bined with the Drake Hardware Co., 
and in 1906 Mr. Bewig again came to 
Hibbard, Spencer, Bartlett & Co., as a 
territorial manager, which position he 
held until his death. 

A son, A. H. Bewig, is also a terri- 
torial manager of the same firm and 
during the long period of association 
in this house, he has made countless 
friends because of his pleasing way, 
ability and personality. He spoke sev- 
eral languages and was well versed in 
the arts. He was well known among 
the trade, especially in the western 
states and his loss is felt keenly by 
both trade and friends. 


Mason Tire Buys Owen Plant 


The Mason Tire & Rubber Co., Kent, 
Ohio, has purchased the plant of the 
Owen Tire & Rubber Co., Bedford, 
Ohio, which went into bankruptcy some 
time ago. The plant will be placed in 
operation shortly. 


Remington Bridgeport Plant 
Taken Over 


The Bridgeport, Conn., plant of the 
Remington Arms Co. has been sold to 
the General Electric Co. The electric 
company leased the plant two years 
ago, with an option to buy. 


J. A. Dillon Goes Abroad 


J. .llen Dillon, manager of sales, 
New York office, Pittsburgh Screw & 
Bolt Co., accompanied by his wife and 
son sailed on the Paris from New York 
July 5, for a six weeks’ trip to Europe. 
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